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Barber & Baldwin 


Offer New Service 
To Lower Air Rates 


Lengthy Questionnaire Said to Be 
Meeting Fine Response From 
Aviation Companies 


UNFAIRNESS CHARGE DENIED 


Safety Factors Are Given Full 
Credit in Insurance Rates 
According to H. Barber 











Recent statements by an _ airplane 
manufacturer to the effect that insur- 
ance companies are not playing alto- 
eether fair with aircraft operators in the 
matter of insurance facilities and rates 
are contrary to the facts, according to 
H. Barber, head of the well known avia- 
tion underwriting firm in New York of 
3arber & Baldwin, Inc. Mr. Barber says 
that aviation insurance is done faculta- 
tively and every effort has been made tc 
vive credit for safety factors. T e air- 
plans manufacturer to whom Mr. Barber 
refers is William B. Stout, head of 
Ford’s aireraft division, who made the 
statements at a Philadelphia insurance 
dinner recently. 

Mr. Barber informs The Eastern Un- 
derwriter that his firm has recently es- 
tablished a free advisory field service to 
enible aviators and aviation companies 
to make intelligent use of aircraft insur- 
ance. Barber & Baldwin, Inc., have 
drafted a lengthy questionnaire, the ob- 
ject of which is to elicit information from 
those desiring insurance, “the considera- 
tion of which will enable us to make sug- 
gestions with a view to reducing insur- 
ance rates and, incidentally, operating 
costs. I may say that while this service 
has been established only recently, it has 
produced splendid results. The question- 
nure has proved of great interest to air 
operators throughout the country, many 
of them having written to tell us that it, 
in itself, is an eye-opener to them, and 
his led them in the right direction.” 


Detailed Data Essential 


The questionnaire calls for a multitude 
of detailed information all of which is 
important in arriving at the lowest avia- 
tion insurance rates commensurate with 
the risks insured against. While at first 
glance the amount of data scught ap- 
pears heavy, aircraft underwriters say it 
is all essential if the risk is to be really 
underwritten and not merely accepted 
witheut a true knowledge of existing 
facts. 

ina brochure now being distributed to 
aviation interests Barber & Baldwin give 
th's advice: 

“Frame in advance yeur enterprise 
“lng lines to secure low rates of pre- 
vim and broad insurance protection, 
thus ensuring financial stability, safety of 
operation. low operational and overhead 
costs, and the confidence of the public. 
The qualifications of your flying, opera- 
tional and maintenance personnel are all 


(Continued on page 21) 





PHOENIX 





Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 146 years of successful business 


operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 























AN ENVIABLE REPUTATION 


for giving the best in life insurance service has been 
established by the Equitable Life Insurance Company 
of Towa. 

The American public has placed its stamp of ap- 
proval on this company. Its policyholders are ever 
ready to testify to the efficient service rendered by 
agents who are given unusual Home Office assistance. For over sixty 
years the Equitable Life of Iowa has been building this enviable reputation 
for service to policyholders and field representatives. 

Those representing the Equitable Life of Iowa in the field find its good 
reputation a distinct advantage. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Moines 
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FOUNDED 1867 























Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign to organize the 
man-power of its Field force through carefully selected additions and 
through education and cooperative supervision. 


Important General Agency appointments are being made, and a 
comprehensive plan of teamwork between Agency department and Field 
is being put into operation. 


If you have organizing ability, or sales ability, or the desire to be a 
life underwriter, plus ambition and industry, we can supply successful 
methods for putting them profitably at work. Address— 


HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 


Independence Square 


Philadelphia, Pa. 


Founded 1847 


























Insurance Thrift 


Plan Makes Its 
Debut In Boston 


Co-operation of Columbian Na- 
tional Life With American Trust 
Company of That City 


R. L. BROWN GEN. AGENT 








Came to New York for Investiga- 
tion of Thrift Savings Plans 
Used in This City 


Robert L. Brown, Boston general 
agent of the Columbian National Life, 
has worked out in co-operation with the 
American Trust Co. of Boston, a Thrift 
Savings Plan, combining savings deposits 
and life insurance. The plan was for- 
mulated after Mr. Brown came to New 
York and investigated the thrift savings 
plans here. 





No service or administration fee will 
be required of American Trust Co. de- 
positors. No intermediary is concerned 
in handling the business which will be 
placed direct with Mr. Brown, either by 
members of his agency or qualified brok- 
ers. The trust company will not solicit 
applications under the plan or sell poli- 
cies. 

After the initial payment of deposit, 
including the semi-annual premium, 
which may be on the basis of $1,000 or 
$3,000, as the depositor elects, the 
yearly deposit remains at $10 monthly 
for the ten years over which the plan 
extends. 

Further Details 


Initial deposits under the $1,000 range 
from $7.92 at age 10 to $41.30 at age 60. 
Assuming, for illustration, an initial de- 
posit of $12.20 is made by a person age 
30, and subsequent monthly deposit of 
$10 made on or before the first day of 
each month thereafter for a period of 
119 months, and provided no deposits are 
withdrawn except for the payments of 
premiums, as authorized, the depositor 
will receive over the ten year period— 
$1,000 life insurance protection increas- 
ing to $1,123 at the end of ten years; 
$145.92 guaranteed cash value on his pol- 
icy plus $115.97 estimated value of sav- 
ings deposits at 4% interest, or a total 
of $1,298.89 estimated cash available. 

In the second method, for $3,000 of 
insurance, the initial deposits range from 
$17.43 at age 10 to $44.55 at age 60. At 
age 35 a depositor would make his first 
deposit of $31.05 and subsequent deposits 
of $10. During the entire ten year pe- 
riod, he is covered by $3,000 life insur- 
ance in addition to the bank balance, and 
at the end of ten years, if living, $386.91 
guaranteed cash value on the policy is 
available, $720.14 estimated value on sav- 
ings deposits, and $1,107.05 total esti- 
mated cash. 


Two Forms of Ordinary 


Two forms of Ordinary life insurance 
are sold under the plan, which have re- 
ceived the approval of the Insurance 
Commissioner, as have all the documents 
and literature used, including a short 


(Continued on page 6) 
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i Buildin 
Helping to tid | 
A Message to Two Classes of Men 


This message is for two classes of men only: 


1. Those who are trying to make both ends meet 
by writing all kinds of insurance without scientific 
knowledge and without sufficient capital to maintain 
facilities that will relieve them of the mountain of detail 
that stands in their way to real money,—and 


2. Those who are independent life insurance men 
who maintain their own offices and a large part of whose 
earnings 20 into overhead expense. 


For men of character who come within either of 
these classes, we have an interesting proposition. 


If “Detail” and “Overhead” are your loadstones, 
phone Mr. McWilliam for an appointment. 


“Building by Helping to Build” 


McWILLIAM & HYDE 
General Agents 


PENN MUTUAL LIFE INSURANCE COMPANY 
285 Madison Avenue New York 





Caledonia 3720 
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Bristol’s Ad For Men 
Causes Stir on Street 


INNOVATION BY NORTHWESTERN 





Company Will Have New Contracts 
Nhich Have no Deductions; Spe- 
cially Selected Types Wanted 





A» advertisement in one of the New 
Yor« daily papers this week inserted by 
In. L. D. Bristol, general agent of the 
No:thwestern Mutual in New York, to 
the effect that he desired to offer new 
contracts to a number of specially se- 
lected men caused widespread interest in 


the managerial offices of this city for the 
reason that it is the first advertisement 
of the kind that has been inserted by 
Mr. Bristol for some years. 

This agency, one of the most prominent 
in the country, and unique in many re- 
spects, has not added to its production 
pers onnel for several years. Instead it 
has been relying upon its old staff which 
consists of some of the largest individual 
writers in New -York City, a group of 
men) who probably write more business 
on old policyholders than any similar 
group to be found in a general agency. 

Upon inquiry at the office of Mr. 

sristol it developed that the Northwest- 
ern Mutual Life has prepared new con- 
tracts which will be received here short- 
ly and which will be used in various 
parts of the country. 


No Deductions 


One feature of these contracts is that 
there will be no deductions, but they 
will have the usual Northwestern Mu- 
tual penalties for brokerage, embezzle- 
ment and rebating. In other words, an 
agent of the company will not be able 
10 handle brokerage and his license will 
be cancelled in cases of proven embez- 
ziement and rebating. A renewal col- 
lection fee is charged which will cost 
less than if the business were collected 
by the agents themselves, 

The average life insurance in the Bris- 
tol agency in 1926 was in excess of $16,- 
000 a case. The average policy in 1926 
was $10,971. Mr. Bristol informed The 
Eastern Underwriter that the new con- 
tract would enable him to put on a num- 
ber of additional men, but they would 
be of the highly selective type. 

A copy of the advertisement printed 
in the Herald-Tribune on Monday 
morning follows: 

“Will the reader kindly benefit the 
best life insurance man he knows by 
calling his attention to this advertise- 
ment, which is not at the expense of 
poli cyholders. 

“Agency protection: No rebaters, no 
brokers, no helpers, no part- -timers ! Se- 
cures life insurance commissions for life 
insurance men only as well as satisfied 
pol icyholders. 

“Five prominent New York City life 
insurance men with some means, the 
best of references and free to contract, 
after due investigation, can, in all prob- 
ability, double their present incomes un- 
der modern general agency aids and the 
new life. competency agency contracts 
of the Northwestern Mutual.” 





HONOR ROCHESTER AGENT 

The Rochester Agency of the Guar- 
dian Life tendered a banquet to its lead- 
er and manager, E. B. Houghton, at the 
Sagamore Hotel on the evening of March 
17, Superintendent of Agencies James 
A. McLain and Mrs. McLain were pres- 
ent from the home office and Manager 
W. F. O'Connor of Syracuse also at- 
tended. James J. Nugent was toast- 
master. 





GETS CONTROL BRUCE AGENCY 


\obert. B. Augustine, district manager 
™* Richmond, Va., for the Mutual Life 
of New. York, has acquired a controlling 
Interest. in. the Richmond local agency 
of Bruce Bros., and incorporated it un- 
der the name of R. B. Augustine Insur- 
ance Agency with himself as president. 








Every Prospect 
Knows This! 


The decline in the purchasing power of the 
dollar is common knowledge. 


It follows, then, that life insurance protection 
today must be in larger amounts than 
might have been adequate years ago, if it 
is to answer the same purpose. 


/ 


Remind your prospect of this truth. 


The Prudential’s Ordinary Agencies, 
located inall larger cities, are 
prepared to serve any Broker. 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. Durrretp, President 











Dr. Retzer, Baltieere: 
To Head N. Y. U. Faculty 


AN AGENT SINCE EARLY IN 1922 








Has Splendid Educational Background; 
For Years Member of Faculty of 
Several Colleges 





The committee of the Life Under- 
writers’ Association in charge of the 
New York University Training Course, 
announces that arrangements have been 
made with Dr. Robert Retzer of Balti- 
more to succeed Vincent B. Coffin as 
director when the latter resigns at the 
termination of the present course on 
June 1. 

Dr. Retzer is an agent who has an un- 
usual background of teaching experience, 
together with a splendid character and 
personality and a very practical expe- 
rience Over a period of six years as a 
life underwriter. “These qualifications 
equip him to merit the fullest confidence 
of all managers and general agents in 
New York and he will quickly become 
established at the University as a direc- 
tor and teacher of unusual ability,” said 
a member of the committee this. week. 

Educational Background 

_ Dr. Retzer received a medical educa- 
tion and graduated with a degree of M.D. 
at the University of Leipzig. Returning 
to this country he served first as pro- 
fessor of anatomy at Johns Hopkins, 
later at the University of Minnesota, and 
afterwards at the University of Pitts- 
burgh. He was also at one time dean of 
the Medical College at Creighton Uni- 
versity, at Omaha. 

While in Pittsburgh he met Dr. John 
Stevenson, Griffin M. Lovelace and the 
late Edward A. Woods; and through his 
contact with them became interested in 
life insurance. After the war, and due 
to a nervous breakdown, he found that 
his health required him to follow a less 
sedentary occupation and early in the 
year 1922 he entered life insurance as an 
agent of the Mutual Life in Miami, Fla., 
afterwards returning to Baltimore where 
he has acted as agent of the Northwest- 
ern Mutual Life, and has been gradually 
building up a very successful business. 
In 1924 he took the N. Y. U. course un- 
der Griffin M. Lovelace and Ralph Eng- 
elsman. 


TALKS TO MASON STAFF 





Robert H. Denny Says Agents Should 
Spend Less Time on Educating Pub- 
lic About Life Insurance 

Robert H. Denny, of Wells, Meissel & 
Peyser, National Life of Vermont, 117 
Liberty Street, New York, addressed the 
staff of the Dewey Mason Agency of the 
Aetna Life Monday morning. He ad- 
vised ag ents not to try to educate their 
prospects. “We are in the business to 
sell the public, he said. “So I’ve quit 
telling men all about life insurance as if 
l were a professor instructing them the 
mysteries of something they know little 
about.” 

The speaker thought the greatest sin- 
gle element of success in selling life 
insurance was one’s attitude of mind. He 
said this means that an agent should re- 
gard life insurance as property; the best 
type of property that a man can buy. 
He said in talking with prospects, espe- 
cially more mature persons, he usually 
asks the question: Do you want the type 
of property for your estate that will func- 
tion best when the need comes; or do 
you want the type of property that you 
can get the most cash out of today? 
Mr, Denny said he has used this argu- 
ment for several years with much suc- 
cess. 

Dewey Mason, made a few brief re- 
marks following Mr. Denny in which he 
more or less elucidated some of the 
points made by Mr. Denny. He said 
that an agent should make it clear to 
a prospect first what life insurance will 
do for him rather than explaining its 
structure in detail. 
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Boston Congress Had 
Thousand at Opening 
RABBI’S TALK ONE OF THE BEST 
Says Public Should Not Be Told So 
Much About Death by Visitmg 


Insurance Agents 











One thousand enthusiastic life insur- 
ance men and women crowded Ford 
Hall in Boston last week at the opening 
of the New England Life Insurance 
Sales Congress. President David 
Sprague of the Boston Association ex- 
pressed his satisfaction with the large 
attendance, and said that while life in- 
surance had witnessed its greatest year 
in 1927 there was every reason to feel 
optimistic over the prospects for 1928. 

After the invocation by Rev. Henry 
K. Sherrill, rector of Trinity Church, 
Boston, the official address of welcome 
for the Commonwealth was made by In- 
surance Commissioner Wesléy E. Monk 
of Massachusetts, who was assigned that 
duty by Governor Fuller. 

The Life Underwriters Association of 
New York sent a large delegation. 

There were two outstanding numbers 
on the program, Rabbi Harry Levi of 
the Temple Israel, Boston, who spoke 
on “Death Insurance vs. Life Insurance,” 
and John W. Yates, of Detroit, who dis- 
cussed “Monthly Income Insurance.” 


Rabbi Levi’s Talk 

“People do not like agents,” said Rab- 
bi Levi. “They suspect them, But that 
is because they doubt the value of that 
which agents are trying to dispose. They 
are afraid of being imposed upon or 
taken advantage of, But people need 
insurance. Insurance is one of our most 
vital commodities. Insurance makes not 
only for a sense of comfort, for protec- 
tion, but for a sense of decency and 
self-respect, for manhood. Insurance 
salesmen need not apologize for their 
profession, need not be abject about their 
work. They are beneficiaries of man- 
kind. They scatter blessings. If they 
had vision to catch the full significance 
of the service they render, they might 
know a more cordial welcome. People 
usually take us at our own value. If 
selling insurance is only a business we 
need not complain if some prospects 
disappoint us. 

“Agents should talk life and not death. 
People are not interested in death. 
Hence they won’t buy lots or graves in 
a cemetery until they need them. And 
they don’t care for undertakers, neces- 
sary as at times undertakers are. And 
men and women probably put off buying 
life insurance because they have a feel- 
ing it means death insurance, something 
that concerns itself only with death. And 
they don’t want to die and they don’t 
want to think about death, and they are 
not enthusiastic about preparing for 
death. But that is because they love 
life. All people love life, even those 
who find it hard. Which means that life 
is worth living, always. That is why 
we have so few suicides, even though life 
has so many difficulties and trials and 
troubles.” 





NOVEL RHIELE CONTEST 


The members of the Rhiele Agency, 
Equitable Life Society, were called to 
the office of the agency on March 20, 
when an announcement was made by 
Theodore M. Khiele that Max Gold- 
smith and Julius Freund claimed that 
they could write more business than the 
rest of the agency force in a two week 
period. Mr. Rhiele accepted the chal- 
lenge on behalf of the agency and stated 
that he felt that the balance of his agen- 
cy force would prove themselves men 
of ability. A drive was held three years 
ago when Max Goldsmith, following up 
circulars sent from the agency to his 
old policyholders, wrote 293 applications 
for $1,497,000 in one month. 














March 30, 1128 





NO TYPEWRITTEN PROGRAMS 





Suggestion Made by Ralph Engelsman 
in Question Box Discussion at 

Boston Last Week 

March 23.—The afternoon 

session of New England Sales Congress 

was opened with the “Question Box,” by 

Ralph Engelsman of New York. 

The first question was, “Do you believe 
in cold canvass?” which Ralph said was 
a good question to start a fight with. 

“Cold canvass is alright at the outset,” 
said Mr. Engelsman, “but after you get 
a few prospects you can use the endless 
chain. Personally: take the chill out of 
cold canvass by finding out something 
about the man first.” 

On standardized sales talks he said 
if you have a talk that works, use it over 
again. You should have some organized 
talks as a basis for your work. If you 
haven’t one of your own, get someone 
else’s. 

He said he didn’t like the idea of a 
typewritten program. Present one idea 
at a time on a needs basis. ; 

If the prospect’s wife objects tell him 
that it isn’t fair to let his wife suffer ; 
urge him to settle a monthly income on 
her just the same. ; ; 

When the wife has an independent in- 
come, tell him he would feel better if 
he could leave enough to pay his own 
funeral expenses. . 

When a man has an income of large 
amount and $250,000 life insurance, how 
could be be interested in more life in- 
surance? Suggest that he take his sur- 
plus income and invest it in life insur- 
ance for some of his loved ones to be 
settled as.monthly income. _ 

Engelsman said he never carried a rate 
book. When a man asks for a rate, he 
replies, “Whatever it is, I can’t change 
:” 


Boston, 


FACETIOUS INTRODUCTIONS 





How Charles C. Gilman Introduced New 
York Delegation to Boston 
Sales Congress 

Charles C. Gilman, secretary of the 
Boston Association, made a hit with the 
New England Sales Congress with his 
unique introductions of the New York 
delegation which came over on the boat 
to attend this congress. Mr. Gilman met 
the New Yorkers at the wharf; con- 
veyed them to the Parker House for 
breakfast, and then to Ford Hall. 

Here are “Charlie’s” introductions, 
given in a voice that could be heard all 
over Beacon Hill: 

“Vincent Coffin, the highly educated 
young educator;” “Dynamic J. Elliott 
Hall of the Penn Mutual;” “Ralph Eng- 
elsman, another student, who has now 
got sense and has gone to work;” “Fred 
McKenzie, the paid servant of the New 
York Association;” “Robert L. Jones, 
chaplain of the New York Association.” 





THE “NEWS” APPROACH 





Clarence T. Hubbard of Hartford Gives 
a New Idea to Boston Life Insur- 
ance Sales Congress 

Clarence T. Hubbard, assistant secre- 
tary of the Automobile Insurance Co., 
talked twenty-five minutes to the Boston 
Sales Congress on “Will Salesmanship 
Always Remain a Mystery?” He built 
up a clever sales interpretation on the 
value of news in selling life insurance, 
showing how it was bringing the “news” 
of what you have to sell to the prospect 
and thereby interesting him. 

It is news to him that he can get a 
$5,000 policy without medical examina- 
tion; that he can buy independence in 
his old age through life insurance; that 
he can minimize the amount of shrink- 
age in his estate through life insurance. 











cA Specimen Copy 


of our 


Preferred Whole Life Policy~ 


will be sent to any one requesting it. 


This policy which has met with such instant success since 
its introduction on November ‘1st is issued in amounts of not 
less than $5,000 to risks distinctly above the average of those 


entitled to standard insurance. 


This super-standard or pre- 


ferred group is given through a reduced cost for their insur- 
ance the benefit of the fact that they are better risks than 


the average. 


Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; age 45—$323.90 
Subject to reduction by Dividends 


On Agency matters address 





JAMES A. FULTON 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 








Dr. Stevenson Gives 
Sales Tips at Boston 


TALKS OF “ENSEMBLE SELLING” 





One Sale Leading to Another; ‘The 
Financial Side of Life Insurance” 
Offers Many Approaches 


Dr. John A. Stevenson, vice-president 
of the Equitable Life of New York, 
closed the most successful New Engiand 
Sales Congress with a stirring adiress 
on “Selling Life Insurance.” Dr, Ste- 
venson brought out a new side to sciling 
which is being advocated in New York 
department stores, called “ensemble 
selling,” which he said can be used in 
life insurance, which is making the sale 
of a particular policy the point of con- 
tact for enhancing the sale of policies 
for other specific needs. 

This is now carried out to a certain 
extent in what is known as programing. 

The first thing in an interview is not 
to do all the talking yourself. Let the 
prospect talk for he is a little bit more 
interested in talking than in listening to 
you. 

Don’t get into an argument; don’t let 
your interview turn into a debating so- 
ciety, Let the other man open up and 
expose his needs. 

Ask Intelligent Queries 

Do some inquiring in the interview. 
Ask some intelligent questions. Bring 
out the facts about the prospects. 

Present life insurance in terms of 
needs. 

Use new words in your interview. 
Phrase your sales talk in a different 
way. Use the terms “clean-up fund” 
and “minimum income.” Say to a pros- 
pect, “Perhaps you are carrying too 
much life insurance.” There are other 
ways to present life insurance that will 
intrigue a man into further discussion 
of his life insurance needs. Get away 
from the “I” and use the “you” talk for 
yer prospect is always interested in him- 
self, 

Here is another phrase: “I wonder if 
you are availing yourself of the financial 
advantage of life insurance.” Then tell 
him about this side of life insurance, of 
the great investment trust service of life 
insurance. You can give him the mini- 
mum income idea which can be carried 
out with absolute safety by the life 
companies. 

Don’t ask a man “how much life in- 
surance do you carry.” Ask “How much 
life insurance do you own?” 





AN INCOME ENTHUSIAST 





John W. Yates of Detroit Tells Boston 
Sales Congress How He Became 
Interested 

John W. Yates, general agent of the 
Mass. Mutual Life at Detroit, put over 
a great talk on “Monthly Income In- 
surance,” repeating many of the argu- 
ments that he advanced on the subject 
at the National Association Convention 
at Memphis. 


Mr. Yates said that monthly income 
insurance is the best part of life insur- 


ance. 

“One of the first policies I ever deliv- 
ered was a monthly income policy carry- 
ing $150*per month,” said Mr. Yates. 
“This man died. The second annual pre- 
mium only had been paid. Everything 
he owned had to be sold to satisfy lis 
debts. Most of the lump sum insurance 
had been assigned. This widow would 
have been reduced from a life of luxury 
to one of poverty had it not been for 
this $150 per month income policy. She 
has received this ever since and this 
policy then and there sold me on the 
monthly income method of settlement. 
It is a great feeling, I can tell you, to 
see a widow and her family saved from 
want.” 
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Blindness Coverage 
Latest In The Field 


SINGLE PREMIUM $25 CHARGED 





Great Northern Life Issuing Indemnity 
for Sight Loss; Accidental Bodily 


Injuries and Disease 





Blindness Insurance Is being issued by 
the (wreat Northern Life. It provides 
indemnity for the loss of sight by either 
accidental bodily injuries or by disease 
10 a certain extent for a single premium 
of $25 from the age of 16 to 75. For 
the total loss of sight of both eyes the 
company will pay the sum of $5,000 and 
for the total loss of sight of one eye, 
$2,500 will be paid. The company states 
that the total loss of sight shall mean 
the entire and irrecoverable loss of 
sight. The conditions of the policy are 
as follows: 

Cataract Stipulation 

If the Insured shall develop the cye 
affection known as cataract, or if the In- 
sured shall become blind from accident 
or disease and there is a possibility of 
restoring the sight by an operation, the 
company shall have the right to pro- 
vide for such operation for the Insured 
at a total cost to the company of not 
exceeding $300. If the insured fails to 
avail himself of such operation, in that 
event the company shall pay to the in- 
sured the sum of $300 in lieu of all other 
indemnity, and such payment shall ter- 
minate this policy. If the insured avails 
himself of such operation, and notwith- 
standing said operation, the sight of one 
or both eyes, as the case may be, is 
entirely lost, then, and in that event 
the company shall pay to the insured 
the amounts provided by this policy, less 
the $300 so advanced for said operation. 

Standard Provisions 

This policy includes the endorsements 
and attached papers, if any, and con- 
tains the entire contract of insurance. 
No reduction shall be made in any in- 
demnity herein provided by reason of 
change in the occupation of the insured 
or by reason of his doing any act or 
thing pertaining to any other occupa- 
tion. : 

If default be made in the payment of 
the agreed premium for this policy, the 
subsequent acceptance of the pre- 
mium by the company or by any of its 
luly authorized agents shall reinstate the 
policy, but only to cover accidental in- 
juries thereafter sustained, and such sick- 
ness as may begin more than ten days 
alter the date of such acceptance. Writ- 
ten notice of injury or of sickness on 
which claim may be based must be given 
fo the company within twenty days after 
the date of the accident causing such 
Injury or within ten days after the com- 
mencement of disability from such sick- 
ness, 

Such notice given by or in behalf of 
the insured or beneficiary, as the case 
may be, to the company at Westmin- 
ster building, Chicago, Illinois, or to anv 
authorized agent of the company, with 
particulars sufficient to identify the in- 
surcd, shall be deemed to be notice to 
the company. Failure to give notice 
within the time provided in this policy 
‘hall not invalidate any claim if it shall 
shown not to have been reasonably 
hossible to give such notice and that 
hotice Was given as soon as was reason- 
ably possible. 

The company, upon receipt of such no- 
tee, will furnish to the claimant such 
lorms as are usually furnished by iz 
lor filing proofs of loss. If such forms 
‘re not so furnished within fifteen davs 
‘iter the receipt of such notice, the 
‘laimmant shall be deemed to have com- 
plied with the requirements of this pol- 
lv as to proof of loss upon submitting 
within the time fixed in the policy for 





filing proofs of loss, written proof cov- 
ering the occurrence, character and ex- 
tent of the loss for which claim is made. 
Affirmative proof of loss must be fur- 
nished to the company at its said office 
within ninety days after the date of 
the loss for which claim is made. The 
company shall have the right and op- 
portunity to examine the person of the 
insured when and so often as it may 
reasonably require during the pendency 
of claim hereunder, and also the right 
and opportunity to make an autopsy in 
case of death where it is not forbidden 
by law. 

All indemnities provided in this policy 
will be paid sixty days after receipt of 
due proof. All indemnities of this policy 
are payable to the insured. If the insured 
shall at any time change his occupation 
to one classified by the company as less 
hazardous than that stated in the policy, 
the company, upon written request of 
the insured and surrender of the policy, 
will cancel the same and will return to 
the insured the unearned premium. 

No action at law or inequity shall be 
brought to recover on this policy prior 
to the expiration of sixty days after 
proof of loss has been filed in accord- 
ance with the requirements of this pol- 
icy, nor shall such action be brought at 
all unless brought within two years from 
the expiration of the time within which 
proof of loss is required by the policy. 

lf any time limitation of this policy 
with respect to giving notice of claim 
or furnishing proof of loss is less than 
that permitted by the law of the state 
in which the insured resides at the time 
this policy is issued, such limitation is 
hereby extended to agree with the min- 
imum period permitted by such law. The 
insurance under this policy shall not 
cover any person under the age of six- 
teen years nor over the age of seventy- 
five years. Any premium paid for any 
period not covered by this policy will 
be returned upon request. 

Additional Provisions 


This policy does not cover any loss 


which is the result of: injury or disease 
existing prior to the issue of this pol- 
icy, the manufacture of liquid, gases, 
fumes, or explosives for military or 
naval operations in time of war, the vio- 
lation of law by the insured, the inten- 
tional act of insured, spyhilis or vene- 
real disease, the use of alcoholic liquors 
or narcotics, or an attempt at suicide 
while sane or insane or sustained by the 
insured while insane; nor shall the com- 
pany be liable unless the total and irre- 
coverable loss of sight has existed for 
a period of sixty consecutive days after 
the filing of proofs of loss; nor if the in- 
sured shall die from any cause within 
sixty days after the filing of proofs of 
loss; nor while engaged in military, 
naval, submarine or aviation service in 
time of war; nor while the insured is 
outside the continental limits of the 
United States, Canada or Europe, 
Alaska, or the insular possessions of the 
United States. 

The payment by the company of the 
indemnity provided under this policy for 
the entire and irrecoverable loss of the 
sight of one or both eyes, or for an 
operation, shall automatically terminate 
this policy. No provisions of the char- 
ter or by-laws of the company shall be 
used in defense of any claims arising 
under this policy. 

The copy of the application endorsed 
hereon or attached hereto is hereby 
made a part of this contract and this 
policy is issued in consideration of the 
representations made in the application 
and of the payment of the policy fee 
of $10 and of the premium of $15, and 
this policy shall not be in force until 
the premium is paid; the term of this 
policy begins on the day this policy is 
dated and ends on the seventy-fifth 
birthday of the insured, and begins and 
ends in each case at twelve o'clock noon, 
standard time of the place where the 
insured resides. The B. W. Douglas 
Agency at 786 Broad street, Newark, re- 
cently appointed agents for Essex county 
in New Jersey, is issuing the policy. 
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A Striking Record of Progress 


THE extent to 
which MODERN 
INSURANCE 
SERVICE is finding 
a place in the life 
of the American 
people is clearly 
reflected in The 
Guardian’s  strik- 
ing record of 
progress 

cent years. 


Pd 


An interesting and comprehensive survey of The 
Guardian’s growth during the current decade is 
shown graphically in the Company’s Sixty-eighth 
Upon request to the Home 
Office, a copy will gladly be forwarded to you. 


THE ‘GUARDIAN Lire INSURANCE COMPANY 
OF AMERICA 


“The Company that Guards and Serves” 


INSURANCE 
IN FORCE 


in re 





New York City 


























United Life & Accident 


Announces Changes 
PREFERRED RISK ORDINARY 





More Liberal Triple Indemnity Endow- 
ment at Age 85; Juvenile Endow- 
ment Policies From Age 10 





A number of important changes in 
contracts is announced by the United 
Life & Accident of Concord, N. H. 
Briefly summarized, they follow: 

Triple Indemnity Ordinary Life with 
or without Accident Disability Endorse- 
ment is withdrawn from sale. 

Triple Indemnity Endowment at age 85 
with or without Accident Disability En- 
dorsement will be offered for sale at 
rates practically the same as Triple In- 
demnity Ordinary Life with or without 
accident disability endorsement (with- 
drawn) includes Endowment feature, and 
carries higher loan and surrender values. 

New Preferred Risk Ordinary Life 
Policies will be offered for sale. (In- 
tended to care for the prospect not in- 
terested in accident insurance but desir- 
ing life protection at lowest possible 
guaranteed rate (19.91 per thousand at 
age 35) to be sold in amounts of $5,000 
and over to those who can pass a first 
class physical, moral and financial ex- 
amination, issued without Accident Dis- 
ability Endorsement, if desired. 

Quotation of premium rates reduced 
from age 21 to age 15 on all classes of 
business. 

Juvenile policies, age 10 and upwards 
will be offered for sale. These policies 
< be written in Endowment forms 
enly. 

A supplementary rate book carrying 
rates on new forms and changes is is- 
sued. 

The combined Life and Accident con- 
tracts offered by the United Life and 
Accident Insurance Company are unique 
and non-competitive, since they carry 
rates and benefits that cannot be met 
by other companies. 

“Together with our non-medical con- 
tracts, our liberal acceptance of sub- 
standard business, and our acceptance 
of business written on female risks on 
the same basis as male risks, the above 
changes round out and complete our line 
and supply to the company’s agents an 
equipment which enables them to ade- 
quately care for the needs and require- 
ments of the public insurancewise,” the 
United Life & Accident says. 





FORM AMERICAN FAMILY LIFE 





New Company at Present Under Tem- 
porary Charter; M. O. Rini Is the 
General Organizer 
The American Family Life, a mutual 
company, is being organized in New 
York. When a permanent charter is 
granted, the company expects to write 
life insurance only at first, but it intends 
to eventually branch out into accident 

+nd health lines. 

M. O. Rini is the general organizer. 
The home office of the company is at 
1133 Broadway. 





J. A. ECKENRODE’S TRIP 

Joseph A. Eckenrode, general agent 
of the Penn Mutual Life, returned last 
week from a two weeks’ trip through the 
South. Mr. Eckenrode motored as far 
south as Charleston, S. C., though he 
spent most of the time at Augusta, Ga., 
returning by way of Southern Pines. 
Richmond, Va., also was visited. 

Mr. Eckenrode played golf at Southern 
Pines and also witnessed a horse show 
and a baseball game between the Giants 
and the Athletics in Augusta, Ga. Ty 
Cobb’s daughter, Gilda Cobb, entered a 
horse in the show and won one of the 
prizes. Stribling, the prize-fighter, who 
is also a flyer, flew over from Macon 
to Augusta and gave an exhibition at 
the new stadium. Mr. Eckenrode said 
there was something going on during 
every minute of his stay. 
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Life Companies Here 
Can Invest in Stocks 


NEW LAW HAS BEHA APPROVAL 








Boston Insurance Thrift Plan 


(Continued from Page 1) 























ie form of medical examination blank. A Thrift Savings Plan is considered by its ITS 

Superintendent’s Statement Intimates It triple form in soliciting the prospect is organizers as filling a need for linking a 
Paves Way for Lower Rates in employed, consisting of the application person’s bank savings with protection for ” 

Some Cases for insurance, the authorization through his dependents in a very practicable way. 

the trust company, conferring upon Rob- In the short time that the plan has been 
The new Wales law in New York, ert L. Brown the right to open on behalf operating a very satisfactory amount of : 
permitting companies to invest in stocks, Of the insured a Thrift Savings account, business has been written. It is the in- F 
was given quite a play by New York and agreeing to make the stipulated tention of the Columbian National to in- of | 
newspapers. The “World” had a head monthly deposit. The third part of the clude the disability benefit provisions in der 
on the story saying it meant that pre- form is a receipt for the initial deposit the insurance feature of the plan. Offices the 
miums will be reduced. Superintendent and a preliminary statement of the ap- in the near future in the i’ark Square Lif 
Beha gave out a statement reading in  Plicant’s eligibility for insurance. No Building under the supervision of Robert va 
part: Thrift Savings account may be opened L. Brown where the business will be con- en 
“The bill is a conservative and worthy OF initial deposit made before the policy ducted separately from that of the gen- the 
measure which has had the full sup- has been received by the agency. In eral agency, which is located in the 1 
port of the State Insurance Department. case of rejection of the risk the deposit Chamber of the Commerce Building. ds 
Insurance companies, which are among is refunded by the insurance company, Mr. Brown is being assisted by Gerald ce 
the leading investors of capital in the and full amount of whatever the insured H. Rice, in charge of a man’s department sup 
country have been more and more has paid is also refunded in case the and by Miss Jessie Quimby who directs hi 
handicapped by the restriction of their Policy is cancelled within one year from the women’s department. In keeping the ois 
investment lists to municipal, State and date of issue. an business thus separate from the regular om 
Federal obligations, secured bonds and Plans for combining savings deposits life insurance business of the agency, ents 
mortgages, because the yield of these and life insurance have an appeal and are there will be no grounds for the plan Tt 
forms of securities has been steadily de- Primarily intended for those who other- competing either with this business or . Nev 
clining. : wise might not be approached in any with the full time insurance agents of Photo: Warren Kay Siudii dor 
“By the adoption of the Wales bill, other way for life insurance, and the Boston. ROBERT L. BROWN It 
sponsored by B. Roger Wales, Chair- § §£<—<@————————--—_________ ————— frot 
man of the Senate insurance committee, Arn 
and in the Assembly by Charles W. muc 
Merriam of Schenectady, the legal in- circ 
vestment list of the insurance companies pro} 
in this state has been extended to a It 
wide range of the so-called ‘seasoned’ boo 
securities. In this sense, the measure exp 
is not revolutionary nor should it alarm thei 
policy holders, as it surrounds the ap- beh 
plication of the amendment to the insur- agri 
ance laws of the state with all neces- sure 
sary safeguards. It 
“By seasoned securities I refer to the toa 
preferred or guaranteed stocks, bonds lege 
and debentures of solvent institutions edu 
upon which dividends equal to at least TH IS BANK ( 
4% of the par value have been paid for It 
at least five years. The insurance com- a 
panies are limited in the amount they AND TH E UN DERW RITER siti, 
may invest in any single issue or group It 
of like issues of such stocks, and are Ens 
likewise limited in the portion of their . 1 
total assets which may be invested in Our cooperation has produced results. = 
any one security. atio: 
ee ee eee Long and extensive experience in Insurance Trusts if 
mit the insurance companies to invest sale. 
in securities with a greater yield, so that on the part of our officers has often enabled under- It 
ee writers who have consulted us to complete important man 
dividends on their participating policies, TI 


which comprise about 89% of their total 
business, and this may obviate the ne- 
cessity of raising the premiums on the 


sales that hung in the balance. 


various classes of insurance and often 
permit the reduction of existing pre- 
miums.” 


The Insurance Trust and its application to the facts C 
of the particular case may be the deciding factor. It 

may mean the difference between success and failure. 
It has often proved so. 


Smith Signs Bill 


Governor Smith signed the Wales bill 
last week. The changes in the statute 
relative to insurance are as follows: 

Domestic life insurance corporations may also 
invest in or loan on the bonds, debentures, notes 
or other evidences of indebtedness or the pre- 
ferred or guaranteed stocks of any solvent in- 
stitution incorporated under the laws of the 
United States or of any state thereof, where 
any such institution, or, in the case of guar- 
anteed stocks, the guaranteeing corporation, 
during each of the five years next preceding 
such investment, shall have earned a sum ap- 
plicable to dividends, equal, at least, to 4% 
upon the par value, or in the case of stock 
having no par value, then upon the value upon 
which stock was issued, or all its capital stock 
outstanding in each of the five years; and 
provided further that no such life insurance 
company shall invest in or loan on any such 
preferred stock in excess of 10% of the total 
issued and outstanding preferred stock of such 


National Bank of Commerce in New York 
institution, nor more than 2% of the assets 


ef such life insurance corporation. | 


TRUST DEPARTMENT 
ASSISTANT MANAGER OF GROUPS 


C. S. Ayres, who has been assistant 
manager, group lines, at the 55 John 
street, New York, office of The Travel- 
ers, has been promoted to the home 
office agency department staff as of 
March 1, with the title of group super- 
visor. He will continue to make his 
headquarters in New York City and will 
be associated with Group Supervisor B. — 
H. Dobbin. Mr. Ayres will work largely 
with thé men connected with the New 


We welcome the opportunity to confer and collab- 
orate without cost or obligation on the part of the 
underwriter. 








C. ALISON SCULLY 
Vice-President 


BEVERLEY DUER MELVILLE W. TERRY 


Trust Officers 


ipa 

















York general agencies of The Travelers. - 
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E. M. Ensign Writes Book 
About National Ass’n. 


ITS INFLUENCE IN INSURANCE 





One Large Family, Whether Operating 
Locally Or Nationally; Saved 
Business From Disintegration 





Everett M. Ensign, assistant manager 
of the National Association of Life Un- 
derwriters, has written a book based on 
the value of the National Association of 
Life Underwriters to its members and 
to the rest of the life insurance fra- 
ternitv. The chief points he makes in 
the book are these: 

The National Association is one large 
family whether operating locally or na- 
tionally. It is a central power-house 
supplying a current of ideas and plans. 
It is run by officers, some of whom spend 
much of their time and energy as well 
as personal funds in serving the inter- 
ests of the fraternity at large. 

It publishes the “Life Association 
News” furnishing a medium of educa- 
tion, energy and imagination impetus. 

It saved the business of life insurance 
fron disintegration at the time of the 
Armstrong Investigation. It has done 
much in making rebating, twisting and 
circulation of competitive literature im- 
proper. 

It published the first non-partisan text 
books on life insurance and encouraged 
expert writers in the business to put 
their thoughts in book form; it stands 
behind prominent publishers who have 
agreed to publish authoritative life in- 
surance works. 

It has given its endorsement and help 
to all the life insurance schools and col- 
leges, Y. M. C. A.’s and other centres of 
educational dissemination. 

Co-operates With Women’s Clubs 

Tt has co-operated with women’s clubs 
in an attempt to break down the oppo- 
sition of women to life insurance. 

It adopted a charter of ethics. Mr. 
Ensign says the charter has only been 
mildly successful. 

Tt has initiated and dev ‘eloped co-oper- 
ation with trust companies. 

It has given its members good accurate 
sales literature, 

It has maintained direct contact with 
many outside interests. 

The incorporation of the American 


PITTSBURGH MANAGERS’ SCHOOL 





J. M. Holcombe, Jr., Head of Life In- 
surance Sales Research Bureau, 
to Conduct It 

A managers’ school is to be held at the 
University Club of Pittsburgh April 18 
to 21 inclusive and is to be personally 
conducted by John Marshall Holcombe, 
Tr., manager of the Life Insurance Sales 
Research Bureau. The purpose of the 
school will be to give managers, general 
agents and supervisors a clearer concep- 
tion of their job. The school is well 
qualified to accomplish this purpose be- 
cause of the Bureau’s intimate study of 
more than six hundred agencies. 

The curriculum is designed to cover 
the fundamental factors in agency man- 
agement. The school consists of eight 
sessions, two a day for four davs—a total 
of twenty hours devoted solely to the 
problems of agency building. Enroll- 
ment is open to general agents, managers 
and supervisors, and is limited to fifty. 

The school is sponsored by the agen- 
cies committee of the Pittsburgh Life 
Underwriters Association, Inc., and the 
committee in charge of the arrangements 
of the school will be John T. Shirley, 
chairman; William M. Duff, T. W. Pom- 
eroy and Frank A. Wesley. 





SPECIAL ORDINARY EFFORT 

The Eureka-Maryland of Baltimore is 
holding a special Ordinary effort in hon- 
or of President Warfield during the 
month of March. In honoring Mr. War- 
field, the organization honors the man 
who as secretary-treasurer of the com- 
pany stepped out of his official position 
in every campaign and led the field with 
a fine personal ordinary production. 
That the field organization intends to 
show its appreciation of this co-opera- 
tion is evident from the plans that have 
been made in every district and in every 
agency for one of the biggest ordinary 
productions in the history of the com- 
pany. 





Three more companies have joined the 
Life Insurance Sales Research Bureau. 
They are the Meiji Life of Tokio, Japan; 
the Empire Life of Toronto, and the 
Montana Life of Helena. 








College of Life Underwriters with its 
certificate plan is the latest of the im- 
portant innovations backed by the As- 
sociation. 











Leterman & Gates Merge 
With Arthur Stebbins 


PLACE $15,000,000 A YEAR 





Leterman Is John Hancock Leader; 
Stebbins Specializes in Theatrical 
Insurance Writings 





It was announced this week that Ar- 
thur W. Stebbins, Elmer G. Leterman 


and Albert N. Gates have hooked up a 
partnership to be known as Stebbins, 
Leterman & Gates, Inc., with offices in 
the Loew State Building, New York City. 
These are the offices now occupied by 
Arthur W. Stebbins & Co. 

This is one of the most interesting tie- 
ups between brokers which has taken 
place in some time, as all three of the 
men are well known. They probably 
control a volume of about $15,000,000 of 
life insurance a year. 

Leterman & Gates in 1927 placed con- 
siderably in excess of $1,000,000 with the 
John Hancock and placed a lot with 
other companies as well. Mr. Gates is 
a general insurance man who controls 
lines in many divisions of insurance. Mr. 
Leterman has been in life irisurance 
about four years and Mr, Gates, when 
he went into partnership with him under 
the name of Leterman & Gates, had 
been in the insurance district for a num- 
ber of years. Among other accounts 
handled by Leterman & Gates is the 
tremendous line of A. E. Lefcourt prop- 
erties. Mr. Lefcourt has built a num- 
ber of tall buildings in the commercial 
sections of the city. 

Mr. Stebbins controls a large volume 
of business of the theatrical celebreties 
and has made frequent trips to Holly- 
wood, where he has many clients. He 
has large offices in the Loew’s State 
Building at 1540 Broadway which will be 
the headquarters of the new firm. The 
yng partnership will be effective May 
st. 





DISTRICT MANAGER, ST. PAUL 


E. W. Cameron, state agent of the 
Equitable Life of Iowa, announces the 
appointment of Rufus B. Clark as district 
manager of the St. Paul agency. Mr. 
Clark comes to this position from Cleve- 
land, where he has been associated with 
the Equitable Life of Iowa as superin- 
tendent of agents. Mr. Clark’s home 
formerly was in Minneapolis, prior to 
his affiliation with the Equitable of Iowa 
at the home office. 


TO CONFER WITH HOME OFFICE 





Ten General Agents of Aetna Life Dis- 
cussing Field Problems With Brain- 
ard, Luther and Other Executives 

Ten general agents of the Aetna Life 
are in Hartford to discuss with Presi- 
dent Morgan B. Brainard, Vice Presi- 
dent K. A. Luther and other company 
officials a number of matters of particu- 
lar importance to the field. 

The visiting group, members of an ad- 
visory council created by Vice-President 
Luther at the annual conference at Hot 
Springs, Va., in September, 1927, is com- 


posed of the following general agents: - 


W. R. Harper of Philadelphia, who is 
chairman of the council; C. G. Shepard 
of Hartford, secretary; W. M. Ham- 
mond, Los Angeles; S, T. Whatley, Chi- 
cago; G. H. Campbell, Little Rock; A 
L. McKnight, St. Louis; O. B. Herrick, 
Syracuse; J. H. Baird, Seattle; J. A. 
Bassford, Grand Rapids, and W. G. Har- 
ris, Dallas. 





RESOLUTIONS IN MEMPHIS 

The Memphis Life Underwriters As- 
sociation has passed resolutions deplor- 
ing the production activities of the Bank 
of Italy in the insurance business and 
expressing its regret that some compa- 
nies have “deflected from the general 
agency system and its multitudinous ad- 
vantages.” 

It also in resolutions thanks Commis- 
sioner Caldwell of Tennessee for ap- 
pointing a special committee to investi- 
gate “certain promotional transactions 
pertaining to reorganizations, mergers 
and changes of form and operating plans 
of old, established companies.” 





ATLANTIC LIFE DIVIDEND 

A stock dividend of 33 1/3% amount- 
ing to $250,000 upon the outstanding 
$750,000 par value of its capital stock 
was declared last week by directors of 
the Atlantic Life. This increases the par 
value of the stock to $1,000,000. The divi- 
dend is payable April 10 to stockholders 
of record April 3. Two months ago, con- 
trol of the company was acquired by a 
group of Richmond men, headed by Ed- 
mund A. Saunders, president of the com- 
pany. 





New Travelers Manager 
Jay M. Holmes, formerly of Wilming- 
ton, Del., is manager of the Travelers 
now in Pittsburgh. He was a member 
of the football squad of the University 
of Nebraska and was a captain in the 
A. E. F. Infantry. 
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ABRAHAM LINCOLN, wise economist, 
with a financial vision far beyond his time, 
said in a speech at Springfield, in 1839, 
that ‘“‘money is only valuable while it is 
in cireulation.”” He stressed the social 
value of money AT WORK. 


This is sound economics today. The banks, 
trust companies, and insurance institutions 
whose great financial resources must be 
kept at work, earning their interest, are 
in a very real sense, public servants. 


“The Lincoln National Life Insurance 
Company has a strong sense of trustee- 
ship, which insists that its funds be in- 
vested in such a way that they will not 
only be absolutely safe, that they will 
not only be immediately available the 
instant needed to pay claims, but also 





MORE THAN 520 MILLIONS OF INSURANCE IN FORCE 


Bw Lincoln National Life Insurance Company, Ft. Wayne, Ind. 


so that they will do their utmost in the 
people’s service.” 
Daniel B. Ninde, Vice-President, 
The Lincoln National Life 
Insurance Company. 


More than mere efficiency is demanded of 
the money deposited by Lincoln National 
policyholders. Public service is demanded 
also. 


This service spirit penetrates every depart- 
ment of The Lincoln National Life, where 
cashiers, and clerks, officers and actuaries, 
executives and all staff members, work as 
a unit with this fine conception of their 
common task, 


LNL Fieldmen have a similar fine concep- 
tion of their responsibilities. When a man 
who can measure up to these ideals is 
found he is eagerly welcomed to LNL fel- 
lowship, opportunities and unusual rewards. 











Gerard S. Nollen, President 








| a a | 
NOTABLE GAIN IN ASSETS 


The Bankers Life Company increased its Total Ad- 
mitted Assets to more than $100,000,000 in 1927. 


The Company’s exact total of Admitted Assets on De- 
cember 31, 1927, was $103,615,053.81, which was a 
gain of $12,901,440.60 as compared to the total of 
Admitted Assets on December 31, 1926. 
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THE PHOENIX MUTUAL LIFE 
INSURANCE COMPANY 
of Hartford, Conn. 


announces 


NEW ANNUITY 
RATES 


New rates on Single Premium Life Annuities became effective March 1, 1928. They con- 
tinue to be so favorable that the Phoenix Mutual should easily maintain its present position 
as one of the leading annuity companies in the country. 


A $1000 Straight Life Annuity Yields Annually: 


Pd MALE FEMALE 
55 8.46% 7.58% 
60 9.77% 8.59% 
65 11.53% 10.12% 
70 13.79% 12.34% 
15 16.55% 14.97% 
80 20.40% 17.95% 


When the company is sound, price is practically the only consideration in the purchase of an 
annuity. This, together with a capacity for unusual service, is the basis for the Phoenix 
Mutual’s unique growth in annuity business, increasing from single premiums of $569,000. 
in 1922, to $3,831,000. in 1927. 


A leaflet giving rates and complete information about the company’s annuity contracts is 
available to anyone interested in increasing his income from this source. Simply make request 
through the coupon. 


For more information, mail the coupon below 





PHOENIX Mutua Lire INSURANCE COMPANY 
79 Elm Street, Hartford, Conn. 
Please mail me fuli information about your new 


ANNUITY RATES 
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Says Agent Shields 
Died Worth $2,000,000 


w. J. GRAHAM BACK FROM COAST 





Finds Optimistic Spirit in Business Cir- 
cles; Bank of Italy’s Prosperity 
Being Generally Discussed 





\Villiam J, Graham, second vice-presi- 
dent of the Equitable Society in charge 
of group insurance, returned last week 
from a month’s trip to the Pacific Coast 
where he visited the western agencies 
of the company. While in San Fran- 
cisco Mr. Graham attended the funeral 
of Alex M. Shields, who retired from 
the insurance business about three years 
ago. A number of prominent local in- 
surance men were at the funeral. 

\lr. Shields, who was 63 years of age, 
was one of the largest personal producers 
of the Equitable and led the company 
for several years. 

Estate of $2,000,000 

Speaking of Mr. Shields to a reporter 
for The Eastern Underwriter this week, 
Mr. Graham said he left an estate val- 
ued at $2,000,000 which was accumulated 
out of his personal production in life 
insurance. He was, according to Mr. 
Graham, the first man to become a mil- 
lionaire through the personal use of the 
rate book. Like many other leading 
producers of the Equitable he was dis- 
tinguished for his work in group insur- 
ance and was one of the pioneers in it. 

Mr. Graham said he found a spirit 
of optimism amongst the agencies he 
visited and a confidence that they would 
achieve new high records for 1928. Re- 
ferring to the business condition in Cal- 
ifornia Mr. Graham said: “The business 
situation there looks very good, although 
there is one surprising element, namely, 
the apparent desire of a large part of 
the population to invest any surplus 
earnings in the Bank of Italy stock. 
The marvelous success of the Bank of 
Italy and the Bancitaly Corporation in 
the banking field has caused a stampede 
for investments in those companies that 
is being felt by every seller of a com- 
modity. This is not surprising in view 
of the great number of investors in these 
corporations who have been made weal- 
thy through the genius of A. P. Gian- 
nini, President James A, Bacigalupi and 
their associates.” 

Mr. Graham went on to say that the 
high character of the officers of the 
company and the refusal of Dr. Gian- 
nini to become a millionaire, added to 
the fact that he has chosen to make the 
public the beneficiary of a large part 
of his share of the profits of the enter- 
prise, have inspired a public faith among 
small investors that is probably without 
a parallel in American financial affairs. 

He said the Bank of Italy seems to 
be the favorite topic of conversation in 
California. The newspapers carry large 
headlines every night about it, and one 
also notices in any number. of shops 


ELIZER WRIGHT MONUMENT 





A Suggestion From Insurance Commis- 
sioner Monk Honoring Memory of 
His Great Predecessor 
Wesley E. Monk, insurance commis- 
sioner of Massachusetts, welcomed the 
New England Sales Congress as the per- 
scnal representative of the Governor. He 
pointed out that Massachusetts is the 
pioneer in insurance supervision and also 
the pioneer in compulsory automobile in- 
surance—not so good. It has always 
taken a stride in everything progressive. 
“I wish you men and women would 
take the time to read the writings of 
the first insurance commissioner of the 
state, Elizer Wright,” he said. “He was 
the outstanding man to hold this office. 
Massachusetts could well honor herself 
if somewhere in this state she erected 
a monument to this great supervising 
cfficial. That is something for you life 

insurance men to think about.” 

Stepping out of his role as representa- 
tive of the Governor, Mr. Monk said he 
wanted to welcome the delegates on be- 
half of the insurance department. 

“Life insurance forms a very funda- 
mental part of our social fabric, and the 
part which the life men of Massachusetts 
are playing is beyond criticism,” said he. 





THE SIZE OF POLICIES 

In discussing the size of policies, Vice- 
President K. A. Luther of the Aetna 
Life said recently: 

“For the public, for the company, and 
for the agents, larger policies are better 
business; for the public, because indi- 
viduals as a whole are under-insured; 
for the company, because larger policies 
lower its administration cost per thou- 
sand dollars of insurance; and for the 
agents, because they are obviously bet- 
ter compensated in the sale of larger 
policies, in that commissions are greater 
while the costs of sales are practically 
the same. Furthermore, an agent is 
often content with the sale of a five 
thousand dollar policy, if that amount 
sells easily, whereas a little added effort 
would just as effectively sell a policy for 
twice the amount, granting, to be sure, 
that there is a need for that amount. 
It is intended that the 5% increase in 
commissions on policies of $10,000 or 
over will encourage the added effort.” 





RAISES LIMIT TO $25,000 
The Union Labor Life has raised its 
limit to $25,000, but will carry $5,000 net. 
In its first nine months it paid for $1,- 
223,000. It has 50,000 workers covered 
for $34,000,000 group insurance, Its as- 
sets are $618,539. Its surplus, $208,506. 








bulletins giving quotation of sales, ete. 
Most every stock broker’s office has a 
bulletin posted in connection with the 
bank. On street cars and in hotel lob- 
bies, said Mr. Graham, one constantly 
hears comments about the Bank of Italy. 


J. P. Graham Agency 
Passes 2nd Milestone 


HOLDS ANNIVERSARY LUNCHEON 





Praise Extended to C. B. O’Connell 
Who Ranked Second Among Aetna 
Life Agents in 1927 


The J. P. Graham Agency of the 
Aetna Life for Brooklyn and Long lIs- 
land stepped out of its daily routine on 
Monday to celebrate in fitting fashion 
its second anniversary with a luncheon 
at the Chamber of Commerce building 
in the Borough. About thirty were pres- 
ent, including members of the company’s 
casualty department in Brooklyn. 


General Agent Graham was in a happy 
mood in welcoming his guests. He re- 
ferred to the fact that the agency, when 
it started, had two agents; now it has 
eighteen full time producers, five of 
whom were on the company’s honor roll 
last year. These men were Charles B. 
O’Connell, Clinton H. Hoard, Oscar 
Aube, Earl K. Haag and Lawrence Fitz- 
gerald. So far this year his staff has 
brought in 140 applications, an average 
of about eight per man. 

In Mr, Graham's opinion the outstand- 
ing production record in 1927 for his 
agency if not for the entire company was 
that made by. Mr. O’Connell, who fin- 
ished second in paid-for volume among 
Aetna Life agents. His total was $1,- 
277,000. Mr. O’Connell was selling on 
the debit for The Prudential when Mr. 
Graham induced him to enter the agen- 
cy. Last year was his first year as a 
full-fledged producer and his record 
stands out as especially noteworthy con- 
sidering that he writes all of his busi- 
ness in Great Neck, L. I, a suburban 
town. He has to see many of his pros- 
pects in the evening and even works on 
Sunday. 

Mr. Graham and subsequent speakers 
held Mr. O’Connell’s achievement as a 
mark to shoot at. 

Further along in his talk Mr. Graham 
said that the agency showed the great- 
est percentage of increase last year over 
1926 of any general agency of the Aetna 
Life; it was more than 100%. And last 
December the high point was reached 
when $1,250,000 was paid for. For the 
first two months of this year the agen- 
cy is about 30% ahead of last year’s 
production for the same period of time. 

James Conity, manager of casualty 
lines for the company in Brooklyn, also 
spoke happily on the co-operation that 
existed between his branch of the busi- 
ness and the Graham Agency. He paid 
a tribute to Mr. Graham’s ability as a 
leader when he said that the good rec- 
ords made by his staff were the re- 
sult of the proper direction and counsel. 

Others who talked were Herbert 
Karlsouber, an independent agent in 
New York who averages about $2,000,- 
000 a year, Mortimer Weinberg, asso- 
ciated with the casualty department, and 
Clinton H. Hoard. 





SIR MORTIMER DAVIS DEAD 





Reported That Canadian Tobacco Mil- 
lionaire Had A Large Line of 
Life Insurance 


It is reported that Sir Mortimer Davis, 
the principal figure in the Canadian to- 
bacco trade, who died last week leav- 
ing millions, carried a large amount of 
insurance. At the time the late Harry 
B. Rosen of the New York Life wrote 
him in 1917 he wanted $1,000,000, his 
application then saying that the only 
other insurance he had was $50,000 in 
the Mutual Life. The New York Life 
policy finally taken out was for $100,- 
000. When it matured last year he was 
given a check for $104,224. Mr. Davis 
was born on February 6, 1866. 





SONS SUCCEED FATHER 





W. B. Robinson’s Aetna Life Agency 
at Wilkes-Barre To Be Conducted 
By J. M. and J. B. Robinson 

Robinson & Robinson, composed of 
John M. Robinson and James B, Robin- 
son, have succeeded their late father, 
William B. Robinson, as general agents 
for the Aetna Life at Wilkes-Barre, Pa. 
John M. Robinson, a graduate of the 
Hillman Academy and a student at the 
University of Pennsylvania, entered the 
insurance business in January, 1919, as 
a clerk in his father’s office. For about 
a year he acted in the capacity of claim 
adjuster at Wilkes-Barre for the acci- 
dent and liability department. He is 
president of the Wilkes-Barre Life Un- 
derwriters Association. 

James B. Robinson is a graduate of 
the Wyoming Seminary and Williams 
College, After spending about eight 
months in the various departments of 
the home office, he entered his father’s 
agency. 


DR. PIPER’S SYRACUSE TALK 

Unsound practices in the life insurance 
business were attacked by Dr. Charles 
B. Piper, medical director of the Guar- 


dian Life Insurance Company, at the 
March meeting of Syracuse Life Under- 
writers’ Association held Friday noon 


in the Onondaga Hotel in Syracuse. “In 
crder to retain a customer, even the larg- 
er and more conservative companies 
sometimes will take hazards and will sell 
insurance at regular premiums, although 
the insured falls under another class be- 
cause of some illness of physical condi- 
tion,” he declared. 





MRS. L. E. WHITE DEAD 

President R. W. Stevens of the Il- 
linois Life has gotten out a supplement 
to the Illinois Life Bulletin discussing 
the death of Mrs. L. E. White, manager 
of the women’s department of the com- 
pany, who died of heart disease March 
16. In 1923 she was president of the 
company’s Green Signal Club. She sold 
a large amount of endowment insurance 
to women. 





increasing business. 


past seventy-seven years. 


More Than a Billion an 








RAPID PROGRESS 


The service which the Massachusetts Mutual has rendered to its 
policyholders and representatives is reflected in the Company’s rapidly 
Meanwhile there has been no deviation from the 
sterling principles for which this organization has been noted during the 


Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts 
Organized 1851 


alf of Insurance in Force 














Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Founded 1865 
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How a Topeka Agent 
Sells “Human Values” 


TALK BY A. WEBB OF AETNA 





Adding Money to Estate Many Times 
Greater Than All Money Paid 


For Insurance in Past 





Arthur Webb of the Aetna Life, To- 
peka, has had considerable success in 
quoting insurance in terms of human 
value. The following is an account of 
an interview he had with a prospect: 

You are quite right, Mr. Brown, in los- 
ing patience with insurance salesmen 
who talk all the time of Cash Surrender 
Values, Extended Insurance, and the 
like. The only excuse I can offer is that 
we, like men of other professions inter- 
ested in their work, when they get 
wound-up, unconsciously talk in the lin- 
go of their profession. You are an en- 
gineer and once in a while you talk to 
me in terms that I can’t get head nor 
tale to. You do it unconsciously, cer- 
tainly, but you do it. 

That doesn’t excuse me, I confess, and 
to redeem myself I am going to cenvert 
the technical terms I have sprung on 
you this morning into plain English. The 
policy I am explaining to you is an 
“Ordinary Life” policy. This policy has 
three distinct features, Extended Insur- 
ance, Paid-up Life, and Cash Surrender 
Value. As cold and formal as they 
sound, they represent real human values. 

Now, this Ordinary Life Policy is is- 
sued by a company that knows and takes 
into consideration the very human prob- 
ability of a man occasionally running 
short of money. This circumstance is 
likely to confront every man sometime, 
and it is a part of our Ordinary Life 
policy to somehow bridge the difficulty. 
It is poor business and would be entire- 
ly unfair to us not to somehow see you 
through this predicament because de- 
spite your financial reverses your respon- 
sibilities go on just the same, and your 
policy having been in force let us say 
for three or four years, is valuable to 
you. Provision for this circumstance is 
made through our Extended Insurance 
feature. 

Estate Firmly Established 
_ Then with an Ordinary Life policy it 
is very probable that your need for in- 
surance will change with declining years. 
When your estate is more firmly estab- 
lished and your children are grown, 
making their own way as desirable and 
trustworthy citizens, you no longer feel 
that it is necessary to carry a large 
amount of insurance. You are very 
naturally going to begin to think of the 
dollars and cents you have earned and 
paid into the life insurance company. It 
is good business and only fair that we 
somehow meet you half way on this 
proposition also. Assuming your age to 





be thirty, I will now illustrate the at- 


titude of this Life Insurance Policy to- 
ward you. The total that you have paid 
amounts to scarcely more than one- 
fourth of the amount that you have been 
insured for from the very first day. It 
would not be human, should the life in- 
surance company say to you at age fifty, 
“Your family has been protected through 
all these years and we feel that we have 
given you value received for very dollar 
we have taken from you.” But it would 
be very human, for the life insurance 
company to say to you, “We realize be- 
cause you have lived through this entire 
period, life insurance has been of no 
material value to you. However, we also 
realize that if you had not put this 
money into life insurance, you would 
have had it represented elsewhere in 
your estate, or perhaps while you were 
raising your family they would have en- 
joyed just a little more of food, educa- 
tion, clothing or other useful things. We 
know, Mr. Brown, that every dollar you 
have paid us represents a human effort 
on your part, and had you not been big 
enough to see the need of Insurance, 
you could have profitably used _ this 
money in other ways.” So the life in- 
surance company comes forth with a 
very human proposition and says, “We 
will not penalize you because you have 
come to the place where you cannot, or 
do not care to, pay any longer. But in- 
stead we will pay an amount at your 
death equal to 33% more than all you 
have paid.” Thus at death your estate 
is enhanced because of your having paid 
life insurance premiums. 

In other words, here you have an 
amount added to your estate which is 
33% greater than all the money you have 
paid for insurance. So you have paid no 
penalty, and thus far you have had in- 
surance for your family and for your 
business, and finally insurance for your 
estate. 

“Paid-Up Life” Feature 


This provision in our Ordinary Life 
policy is called technically, the “Paid-up 
Life” feature. 

There is further the very human and 
very common probability that you will 
some day feel there is no further need 
for any insurance whatsoever. If we are 
to sell insurance to far-seeing men, we 
have to be able to meet this human pos- 
sibility. You very naturally have a dis- 
like of investing money all your life only 
in the end to get nothing from it. To 
be sure you have given your dependents 
protection all your life which has been 
one worry off your mind, but you natu- 
rally dislike losing the money entirely 
after the need for protection to depend- 
ents no longer exists. It would be a 
sensible and convincing argumegt for us 
to be able to say: “We will let you sur- 
render your policy at any time you want 
to at a cash value of about seventy-seven 
cents on every dollar you put into pre- 
miums. That day when you no longer 
need to carry protection for dependents, 
the Ordinary policy you have sustained 
over the years can be turned into cash, 
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(Our New Limits Make Contacts 


The fact that the New England Mutual is now 
receptive to a maximum of $450,000 at ages 25 
to 50 on life and endowment forms is bringing 
new brokers into our office. 


How About You? 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. F 


STUART D. WARNER Zz 

General Agent zg 

25 WEST 43rd STREET, NEW YORK F 
Telephone Murray Hill 0490 
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New Insurance 
Increase 
Insurance in Force 


Increase 


BUSINESS 








OF 1927] 


$137,490,000 
$9,688,000 
$1,023,263,000 
$85,043,000 








New England Mutual Life Insurance Co. 


Boston, Mass. 











DEATH CLAIM SWINDLER 





Working in Newark and Obtaining 
Money for Filling Out Fraudulent 
Life Papers 
The police of Newark issued a warn- 
ing last week against a swindler whose 
victims are poor widows and orphans. 
From what could be learned from the 
police, the method employed is by tak- 
ing a name from the obituary column 
and then calling upon the widow or 
orphan, the individual claiming that he 
has been sent from a certain life insur- 
ance company in Newark for the pur- 
pose of having the widow sign certain 

papers, 

The papers are usually signed by the 
unsuspecting person, an acknowledg- 
ment is given and the swindler charges 
a small fee for the transaction, sums 
ranging from $3 to $15. He promises to 
return within a week with a check but 
he has never returned on any occasion. 
It is estimated by the police that the 
swindler has obtained over $500 since the 
first of the year. Life insurance officials 
in Newark stated that they have had a 
number of complaints from their death 
claim departments about the swindler. 





BOOKSTAVER INCORPORATION 

The Jos. D. Bookstaver Agency, Inc., 
New York City, has been chartered at 
Albany with a capital of 100 shares non 
par value. Joseph D. Bookstaver, 110 
William street; Donald P. MacArthur, 
57 West 58th street, New York City, and 
Frank F. Sample, 522 Eighty-second 
street, Brooklyn, are directors and sub- 
scribers. 








a sum which represents to you then the 
fruits of your savings, a sum you can 
use as you please to enrich the last years 
of your life.” 

This is provided for in the Cash Sur- 
render Value feature of this policy. 

I think you will better understand now, 
Mr. Brown, that this policy does actually 
—— real human and valuable bene- 

ts. 


SPEAKS AT VA. UNIVERSITY 





S. B. Love, Va. Manager, Mutual Life, 
Addresses Economic Class on Life 
Insurance Value 


In an address before the economic 
classes at the University of Virginia re- 
cently, Samuel B. Love, Virginia man- 
ager for the Mutual Life, declared that 
the institution of life insurance is a force 
which operates directly or indirectly 
— nearly every phase of our national 
ife, 

“Insurance both conserves and gener- 
ates economic power of the first magni- 
tude,” he said. “It protects, and by pro- 
tection augments both property and hu- 
man values. It is a stabilizing influence 
which helps to hold in solution volatile 
elements in a complex social order. It 
is an intangible but real factor in the 
affairs of government. It even imparts 
spiritual strength in that it frees men 
from the fear of disaster and draws the 
poison from the fangs of fate.” For sey- 
eral years Mr. Love has been addressing 
these classes on the subject of life insur- 
ance and its values. 





RIEHLE APP-A-WEEK CONTEST 
The Riehle Agency, New York, 
Equitable Society, inaugurated an App- 
a-Week League early this year and 
adopted the slogan “Get lives—the vol- 
ume will take care of itself.” The year 
was divided into eight periods and a 
summary of the first period shows ex- 
cellent results. Nine members were suc- 
cessful in securing at least one applica- 
tion each week during the period. They 
were Joseph Beaulieu, Emanuel G. 
Cohen, Samuel Cutter, Maurice J. Drex- 
ler, Joseph Eckert, Edward Horowitz, 
Joseph L. Murphy, Edward M. Noonan 
and Guy St. J. Robinson. 





F. M. DAVIS LEADS COMPANY 

Although he entered the service of the 
company just a year ago with previous 
experience in selling life insurance, 
Frank M. Davis, general agent at Rich- 
mond, Va., for the Philadelphia Life, 
led all agents of the company through- 
out the country in personal production 
last month. 
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“A POLICY FOR EVERY NEED” 
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Connecticut General 
Makes Rate Revisions 


SOME RATES ARE MADE LOWER 





Rates for Disability Protection Have 
Been Slightly Raised; Premium 
Waiver Liberalized 





The Connecticut General’s new rates 
effective April 1 are based upon its own 
recent disability experience and that of 
other companies, upon a consideration of 
the effect of improving mortality and de- 
cling interest rates and upon an inves- 
tigation into the cost of handling the 
yarious operations of the business, with 
the idea of making each policy bear its 
shave of the burden of claims and ex-~ 
penses. The new schedule of rates con- 
forms very closely to the actual inci- 
dence of cost. In general the rates for 
insurance without disability are lower 
than present rates except in the case of 
the insurance income policies which ma- 
ture into life ‘annuities. 

Qn account of the increasing longevity 
of annuitants and the declining interest 
ratc, premiums for single premium an- 
nuities and policies including annuity 
features have been slightly raised. 

Kates for disability protection have 
also been raised slightly in conformity 
with recently revised estimates of what 
this protection is going to cost. Since 
the disability insurance is issued only 
with life insurance the slight increase is 
partly compensated for by the lower 
rates for life insurance. 

Changes in the company’s disability 
coverage includes a new provision for 
waiver of premium only, a form of pro- 
tection often needed in connection with 
very large policies. 

Connecticut General New Disability 

Protection 


For some years the Connecticut Gen- 
eral has issued a set of three disability 
plans all providing waiver of premiums 
and income payments, the difference in 
the waiting period and the amount of the 
income being the points of variance. One 
of these has now been replaced by a pro- 
vision for waiver of premium only and 
this will be issued with life insurance 
up to $300,000 in amount. 

This change permits the company to 
grant waiver of premium to many to 
whom it has been unable to give any 
disability protection. While the income 
feature was a part of every disability 
plan. It also affords better accommoda- 
ton to large policyholders many of whom 
fecl the need of waiver of premiums after 
they have reached the limit that can be 
issued in conjunction with income pay- 
ments. Then, too, there are many in- 
Stances, especially those involving trust 
settlements, where the waiver of pre- 
miums is the only disability protection 
desired. 

By the inclusion of waiver of premium 
only the company now offers every plan 





for which there appears to be any de- 
mand or need. 

Under the new provisions waiver of 
premiums takes effect immediately if 
disability is presumably permanent or 
consists of loss of sight or limbs, other- 
wise after three months. 

Under the two plans providing income 
settlements, where the waiver of pre- 
miums these benefits (ten dollars per 
month per thousand of insurance) also 
begin to accrue immediately in event 
disability is presumably permanent or 
consists of loss of sight or limbs, other- 
wise after the waiting period specified 
for each plan. 


Aviation and Residence Restrictions 
Removed 

The new disability protection has 
none of the old restrictions under which 
indemnity was not payable in case of 
disability due to aviation or submarine 
accidents, or if the insured resided in the 
tropics or was engaged in military or 
naval service. Those exposed to these 
hazards may now enjoy full and unin- 
terrupted protection against disability. 

Recognizing the need for adequate dis- 
ability protection by _ self-supporting 
women, the company has increased the 
amount of disability income issued to 
them to ten dollars a month per thou- 
sand of insurance. This provision is ef- 
fective during the period of economic 
need. It also includes the waiver of pre- 
miums described above. 





TRUST COMPANY LIBRARY 





Detroit Trust Establishes Section for 
Insurance Books, Open to All 
Detroit Insurance Men 
In order to render the life underwrit- 
ers of Detroit a service and to show 
appreciation for the co-operation between 
trust and insurance companies, the De- 
troit Trust Company has established a 
life insurance library. Every life under- 
writer in Detroit is privileged to use it. 
The library is growing every day, and 
it already contains books by all of the 
prominent writers on the subject of life 
insurance and allied lines. The most 
successful life underwriters have studied 
*the subject from all angles, and are able 
to write more life insurance than those 
who are not so well informed. With this 
thought in mind, and desiring to aid in 
their success, the Detroit Trust Company 
decided upon a library, and set apart a 
section of its own library for the pur- 

pose. 

The books required in the course for 
the degree of Chartered Life Under- 
writer by the American College of Life 
Underwriters are now on the shelves, as 
well as many other books and publica- 
tions. 





20 YEARS IN BUSINESS 
Martin & Fisher, general agents of 
the Missouri State Life at Pocahontas, 
Ark., are celebrating the month of March 
as the twentieth anniversary of the 
founding of their agency. 
































M. B. Oakes, His Career 
And His Research Work 


LEADING INSURANCE DIGESTER 





Once Sold Law Books and Baby Car- 
riages; Was Press Correspondent and 
Bank Manager; His Organization 





Mansur B. Oakes, president and man- 
aging editor of the Insurance R. & R. 
Service of Indianapolis, is building up 
quite an organization in keeping track 
of new ideas in the insurance business 
and circulating them. Mr. Oakes is the 
silent, hard-plugging individual who 
never leaves his seat at the press table 
of conventions. What hair he has is 
red. He is the least talkative man in 











MANSUR B. 


OAKES 
the insurance business, but his brain 
never sleeps. 

Mr. Oakes was born on the site of the 
present post office building in Indianap- 
olis. At seven his family moved to Ohio 
where he spent the next ten years on 
a farm. He went to school in a single 
room brick school house built on a hill. 
Talking about the early days which led 
to his insurance connection, he said: 

“We came back to Indianapolis when 
I was seventeen. During school days 1 
worked in a grocery on Saturdays; then 
came my ‘big chance’ at $4 a week to be 
assistant to the assistant bookkeeper at 
the plant of the old Bowen-Merrill Pub- 
lishing Co.; from the office into the law 
department as correspondent, then on 
the road with all the southern states and 
the northwest as my territory. One 
time I carried two lines, law books and 
baby buggies, and then I think was 
planted one of the seeds of the present 








A NEW POLICY 


ENTHUSIASTIC RECEP- 
TION ACCORDED NEW 
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For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 


110 William Street 
New York City 
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sales research organization. I found the 
value of being able to put something 
tangible before my prospects. 

“For several years I was city circula- 
tion manager of the ‘Indianapolis News,’ 
later | became the publisher’s representa- 
tive at large. During this experience I 
found a fact that is helping us so much 
at this time—the fact that boys and men 
will work with greater zeal for things 
they can see, for what the commission 
will buy, than they will for cold quota. 


Two Years On A Ranch 


“IT spent two years in the open in 
Arizona on a ranch and as correspondent 
for the Phoenix ‘Republican,’ and as the 
manager of two banks in the copper 
country, seven miles apart at the ends of 
a canyon, kept open on alternate days, 
where I found that folks are much the 
same whether they run mines, work on 
the railroad or conduct a laundry under 
the hill. 

“Coming back to Indianapolis I made 
a connection with the Rough Notes Co. 
in the days of Dr. Henry C. Martin, who 
had the big conception of the possibil- 
ities of life insurance and what it will 
help men and women do, His vision, 
like that of a veritable patriarch of old 
he inspired everyone he met to get a 
picture of what life itself holds when 
there is a program for making the most 
out of it. 

“T married in 1910. In July, 1914, our 
daughter Barbara was born, a_ high 
school girl now of thirteen, who is con- 
vinced that life insurance is so neces- 
sary that she could go out and sell it 
‘Tf I only knew how to hook up with 
a company.’ 

“My original idea was to launch a 
service that would gather up each month 
all the points in the life insurance and 
commercial literature of the country that 
might be made useful to life insurance 
men; to combine, for instance, the heart 
appeal in a tombstone journal with an 
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approach to the farmer in an agricul- 
tural implement magazine and a presen- 
tation in an insurance house organ so as 
to make an effective first, second and 
third step for the life underwriter—so 
on through the multitude of magazines 
and house organs—and steps in success- 
ful selling. 

“I discussed the matter with Charles 
F. Coffin, vice-president of the State Life 
Insurance Co. He said that the idea 
might be good, but that what he needed 
above ali else was some one to read the 
insurance magazines for him, some one 
who could be depended upon to read 
carefully for all the points of outstanding 
value. ‘If you will do it,’ he said, ‘I 
subscribe right now.’ 

“The result was a combination of both 
the ideas, that has grown into a sys- 
tem.” 

Service Launched in 1914 

The Insurance Research & Review 
Service, popularly known as “R & R,” 
was launched in July, 1914. It began 
with a staff of one that has expanded 
until now the staff numbers twenty-five. 

The Insurance Research & Review 
Service, as it now functions, is a com- 
plete system planned to serve the com- 
panies, the general agents, the agents, 
the clients and the prospects—to fit the 
needs of each member. 

Every week all the insurance maga- 
zines, big newspapers that cover the 
country, supreme court reports, the lit- 
erature of the life insurance companies, 
the general magazines and_ kindred 
sources, are read for the points of last- 
ing value to life insurance men. The 
items are reduced to points with just 
enough atmosphere for background and 
all the points of the same kind are 
brought together. All this material gath- 
ered and classified, is sent to the mem- 
bers by first class mail on Saturday 
night of each week. 

Vertical file guides are provided for 
filing the fifteen to twenty pages of 
points each week, after the current val- 
ues have been absorbed, so that_the 
Weekly Service builds up as a loose- 
leaf encyclopedia on all angles of the 
life insurance business. 

Each month there are published four 
special sections. One is called “Big 
Problems,” into which are gathered the 
plans used by successful general agents 
and field managers, plans on how to ad- 
vertise, how to secure agents, how to 
train agents, and so on. 

General Agents’ Library 

The wealth of material that has been 
gathered and sent to members through 
this section each month during the past 
thirteen years has been gathered into 
what is known as the General Agents’ 
Library, a loose-leaf case of material di- 
vided into twenty-three classifications, 
which classifications are kept up-to-date 
through the current section of “Big 


Problems,” the original general agents’ 
magazine. 
“Agents’ Plans” is another of the 


monthly sections. Through it for the 
past thirteen years has been furnished a 
flow of plans and sales methods and 
ideas for the use of the man in the 
field. Largely from the material that 
has been furnished in the “Agents’ 
Plans” sections was the material gath- 
ered for the sales sections of the educa- 
tional-sales course. The sales sections in 
the educational-sales course may be kept 
up-to-date month by month through the 
“Agents’ Plans” sections. 

The other monthly sections are regu- 
lar magazines. One is called “The Re- 
search & Review News.” It is a maga- 
zine of inspiration and definite plans for 
the month for the agent. This maga- 
zine carries the monthly story of the 
International Weekly Production Club, 
which is sponsored by the Insurance Re- 
search & Review Service. 

The other magazine is “Your Future,” 
a magazine for the client and prospect, 
a magazine that the company may send 
to its policyholders and the agent loan 
over night to specific prospects. 

Up to within recent months, all of 
the service, with the exception of the 


“Research & Review News,” was fur- 
nished on mimeographed sheets, but now 
all of the current service, with the ex- 
ception of the Weekly News-Review, is 
printed, making it possible to furnish 
the members with reproductions of the 
forms and systems used by agency man- 
agers and to furnish series of sales docu- 
ments illustrated with half-tones and en- 
gravings so as to make it possible for 
the agent to tell his story to the eye 
of the prospect, while at the same time 
covering up‘every distracting paper that 
may be lying in the presence of the pros- 
pect. 

18,000 Agents Enrolled for Course 

January 1, 1920, the R. & R. edu- 
cational-sales course and field training 
system was made available. Since then 
over eighteen thousand agents have en- 
rolled for the course. 

The course is built along three lines. 
It furnishes the agent with a working 
knowledge of the fundamentals of life 
insurance from the standpoint of life in- 
surance in the life of the prospect and 
at the same time sets up for the study 
and use of the agents the plans used 
by hundreds upon hundreds of agents in 
the successful carrying out of their field 
work, beginning with the first steps in 
how to secure the right mental attitude, 
how to plan, how to secure prospects, 
and so on through the various stages of 
selling. 

But the success of the course, in its 
largest sense, has come from the field 
system which is personal throughout. 
Under the field system each agent re- 
ports for a period of ten weeks to the 
service department of the R. & R. Serv- 
ice. His field work week by week is 
graphed and he is written a constructive 
letter for the purpose of helping him 
capitalize his strength and for the pur- 
pose of helping him isolate his outstand- 
ing weakness so that he may concentrate 
upon it until it disappears. In this man- 
ner the agent goes forward rapidly be- 


cause he is counselled with as to how 
to increase his strength and at the same 
time how to overcome his weaknesses, 
one by one, with the logical result that 
his success is immediate and constant. 

The course is designed for the new 
agent who knows nothing about life in- 
surance and is built in such manner that 
the old seasoned producer can utilize the 
text material and the field service to 
build upon his past successes. 


Operates Under Membership Plan 

The Insurance Research & Review 
Service is closely affiliated with the Na- 
tional Association of Life Underwriters. 
lt operates under a membership plan 
whereby members become partners to 
the extent that they are in position to 
furnish their agents with the course and 
with the agency building material at low 
prices from which have been eliminated 
the loadings for sales expense and for 
credit losses and bookkeeping items. 

The Canadian business is handled 
through the offices of the general sec- 
retary in Toronto of the Canadian As- 
sociation. The foreign business is han- 
dled through a sales agent in London, 
who has assistants in Africa, India and 
Australia. 

The outstanding marks in the progress 
of the organization are the dates when 
members began to order ‘ ‘duplicate serv- 
ice for another desk in the office”; when 
the National Associations of the United 
States and Canada of their own voli- 
tion made the R. & R. course the offi- 
cial home study course; when year be- 
fore last the life insurance men in In- 
dianapolis posted notices closing their 
offices for two hours so that the staffs 
might join in a banquet-meeting ar- 
ranged as a testimonial to the construc- 
tive work of the Insurance Research & 
Review Service, at which banquet Frank 
L. Jones, then president of the National 
Association, presided and Hugh D. Hart 
came from New York to deliver the 
principal address. 














ADVANCE NOTICE of a NEw BOOK 


by M. A. LINTON, Vice-President, Provident Mutual Life Insurance Co. of Philadelphia 


AGENTS 
EARNINGS 


A STUDY OF THE RELATIVE EARN- 
INGS OF SOLICITING AGENTS AND 
GENERAL AGENTS 


HIS is the name of an illuminating book that will come 

from the press in the near future. It will be of great 
interest to thousands of field men because it will discuss in 
a non-technical, understandable manner, many questions 
that have often been asked but not so often answered. 


It may be just the book to answer some of the questions 
about the line of service for which you are best qualified. 
It may mean much to the future of you and yours—either 
confirming you in what you are now doing or opening up 
vistas of greater possibilities. 


That you may receive your copy without delay, we suggest 
that you mail your check today. We would also appreciate 
it if you would mention the paper in which you saw this ad. 


PRICE, CLOTH BOUND, $2.50 . 
BUREAU OF AGENCY ANALYSIS 


PROVIDENT MUTUAL LIFE BUILDING 
PHILADELPHIA 


Postpaid 

















AGENT WAS A MUSICIAN 
Experience of Charles Wasser, | - vader 
of John T. Haviland Agency, E.\yj. 

table Life Assurance Society 

Charles Wasser, who is an as: 
nianager of the John a. Haviland A. eney 
of the Equitable Society in New Y: <k as 
well as the leading producer of th  or- 
ganization, was a musician in one { the 
theatres on the Loew circuit befo 
coming an agent. 

At the present time Wasser is | ding 
his organization with a persona’ paid 
production of more than $550,500. This 
is in addition to his other duties as man- 
ager of a unit composed of thirty men, 
Last year Wasser wrote and pai! for 
$1,300,000 of business of which $1,622,000 
was placed in the Equitable. The men 
in his unit also paid for $5,000,010 of 
business in 1927. 

Wasser joined the Haviland organiza- 
tion in February, 1922, after he had be- 
come convinced that the insurance busi- 
ness offered unlimited possibilities. He 
met with considerable success at the out- 
set and paid for $414,000 of insurance 
during the balance of that year. On Oc. 
tober 15 of that same year he was ap- 
pointed an assistant manager. The fol- 
lowing year he paid for $1,250,000 of in- 
surance. During the four and a half 
years that he has been an assistant man- 
ager he has produced a total of $2,400,- 
000 paid business. 

During the six years he has been con- 
nected with the Equitable Society Was- 
ser has been a consistent leader in the 
organization which he represents. He 
says the reason for his success is that 
he would rather sell life insurance than 
do anything else. He sells many large 
policies because he programs a good part 
of the insurance he writes. 


stant 





NEW PRUDENTIAL GROUPS 


New Prudential groups follow: Buck- 
eye Machine Co., Lima, O.; Albert Pick 
& Co., Chicago; Iowa Malleable Iron 
6. Fairfield, Ia.; Yellow Motor Co, 
St. Louis; West Side Lumber Co., Day- 
ton, O.; East Tennessee & Western 
North Carolina R. R. Co., Blairs Mills, 
Belton, S. C.; Meredith College, Raleigh, 
N: (Cx Weber Baking Co., Irvington, 
N. J.; Diamond Electric Corporation, 
Newark, N. J.; Joliet National Bank, Jo- 
liet, IIL; Maryland Car Wheel Co., Bal- 
timore, Md; Alton Laundry Co., Alton, 
ill.; Supreme Oil & Service Co., Dick- 
son City, Pa. 





CHANGES ITS NAME 


The Illinois Bankers Life Association 
has recently changed the name of its 
monthly agency magazine from “Oncein- 
awhile” to the “Firing Line.” The title 
was suggested by H, M. Haley of Okla- 
homa City, a member of the association, 
who was awarded a prize of $25 for it. 
The reason for the change in name is 
that the magazine was at one time pub- 
lished at irregular intervals and the title 
was thought appropriate. For the last 
year and a half, however, the magazine 
has been published regularly so that it 
seemed fitting to have a new title. 





LICENSE REVOKED 


The New York State Insurance De- 
partment. has revoked the license of 
Fred W. Paul, of 2036 Grand Avenue, 
New York City, representative of the 
Travelers, for failing to account for pre- 
miums collected. 





TO MEET IN MONTREAL 


The 1928 Convention of the field force 
of The Guardian Life of America will 
be held on August 14, 15 and 16 at the 
Mount Royal Hotel in Montreal. 

Last year’s gathering at the Edgewa 
ter Beach Hotel in Chicago was attend- 
ed by over two hundred qualified mcem- 
bers of the Guardian Leaders Club, and 
it is anticipated that this year’s convcn- 
tion will surpass all previous ones in the 
number of qualified delegates. 








nue, 
the 








March 30, 1928 








—— ca ——— 
som THE EASTERN 





UNDERWRITER 


















1 BUSINESS 
\GERIERS 


NL 
Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 





In his talk before 
Wife Paid the Pittsburgh sales 
Premiums; Sav- congress Leon Gil- 
ings in Tax bert Simon, of the 
Equitable Life As- 
surance Society, mentioned a case where 
fie was able to make large savings in 
the Inheritance Taxes by having the wife 
of the client pay the premiums on the 
husband’s life insurance. The Pitts- 
bureh Life Underwriters’ Association 
was asked if this could not be explained. 
The answer, furnished by the Pittsburgh 
association, follows: 

\s concerns residents of Pennsylvan- 
ia, Mr. Simon’s remarks referred only 
to the Federal Estate Tax, and the sav- 
ing he mentioned could only be possible 
where. the client’s total net testamentary 
estate, plus his Life Insurance payable 
to named beneficiaries, is in excess of 
$140,000. To illustrate this, let us sup- 
pose a client having a net testamentary 
estate (real estate, stocks, bonds, etc., 
subject to disposition through his will) 
of $300,000, Life Insurance payable to 
his Estate of $200,000, and Life Insurance 
pavable to named beneficiaries of $200,- 
000. The net amount subject to the Fed- 


holders resulted in delivering an addi- 
tional $15,000, as follows: 

I had been given an application for 
$15,000 as my share of a certain amount 
which he wished to divide with two other 
companies. These policies were issued 
and delivered, but I was not satisfied 
with my share, and cast about for a con- 
structive idea to increase it. 

I was familiar with the amounts of in- 
surance owned by my friend, the forms, 
and dates of issue, and on calculating the 
income that could be derived by the in- 
sured from the total cash values at age 
65, including the amount he had just ac- 
quired, I found that if he had $15,000 ad- 
ditional, Ordinary Life, the total cash at 
age 65 would be sufficient to provide him 
with an annual income, on the Ten Cer- 
tain-and-Continuous plan, of an even 
$5,000. I gave my friend this informa- 
tion, and he readily accepted the addi- 
tional $15,000, which, needless to say, I 
had in my possession ready for delivery. 

There is another thought about an in- 
come from cash values at age 65, under 
the Ten Certain-and-Continuous Option, 
that should prove attractive. For illus- 
tration, $50,000 of cash value due from 








eral Estate Tax would then be as fol- an insurance company offering the Ten 
lows: 
Net Testamentary Estate (after deducting allowable expenses, etc.).... $300,000 
; ife Insurance payable to Estate...........cccccccccrcscecreccceces 200,000 
Life Insurance payable to named beneficiaries: 
Total payable to named beneficiaries. .........ceeeeeeeee $200,000 
Lapse deduction allowed by Federal Revenue Act.......... 40,000 
Balance included in taxable Estate. .........eccccesccses $160,000 160,000 
Total Net Estate for computing Federal Estate Tax.............. $660,000 $660,000 
Less Exemption, as provided by Federal Revenue Act..........202+eeeeeeee 100,000 
Net Estate subject to Federal Estate Tax... ....cccccccccccccccscccesccsse $560,000 


The amount of tax payable is determ- 
or by applying the percentage rates 

_ 1% on the first $50,000, 2% on the 
ne xt $50,000, 3% on the next $100,000, 
etc, the total tax on the above estate 
being $20,000. 

Now let us suppose that, upon the ad- 
vice of Mr. Simon of some other expert, 
all of the $400,000 insurance on this cli- 
ent’s life had been made payable to his 
wife, and that $360,000 of this insurance 
had been taken out by the wife herself 
she paying the premiums and owning the 
policies. Upon the assured’s death the 
Federal Estate Tax would then be $4,- 
500, a saving of $15,500 as compared with 
the first mentioned plan, and the method 
of calculation would be as follows: 


Net Testamentary Estate (after deducting allowable expenses, etc),.. 


Life Insurance: 








Certain-and-Continuous Option, will give 
approximately as much income as $100,- 
000 of other accumulated assets earning 
an interest rate of 414 or 5% from safe 
investments. The annual income on the 
Ten Certain-and-Continuous plan at age 
65 is about 9%, not including Surplus 
Interest. 

The income on this plan, of course, 
would mean the final exhaustion of the 
principal, but to one alone in the world 
at age 65, whose chief concern is his 
own adequate support, income for life 
is the main thing, not an estate for 
others. Also, a joint life income of a 
somewhat smaller amount could be ar- 
ranged for the insured and his wife, 

. $300,000 


Total TROUPAMER. o.c6 dec ccc cudevescordsereustesseseesecases $400, ine 

Less Insurance “taken out” and owned by Wife.......--- 360,000 

Balance “taken out’ and owned by Assured. ....e.+++e+e+e+> $ “40,000 $40,000 

Less deduction allowed by Federal Revenue Act.....++-++eeeereeeeeeee 40,000 

Balance included in taxable Estate........--eeeee cece rere reer cree erees 0 0 
Total Net Estate for computing Federal Estate Tax........++see eee eee reece $300,000 
Less Exemption, as provided by Federal Revenue Rh caccundcncuscravstees 100,000 
Net Estate subject to Federal Tax.........ccecceccceeceeccrsccseneeceences $200,000 


No allowance has been in the 


above 


Taxes paid 





calculations for Inheritance 


to the States and other items which might be deductible. 








Writing for the 


Cash Value New England Mu- 
At tual’s “Pilot,” Charles 
Age 65 FE. Thompson of Cin- 


cinnati has this to 


say of cash value at age 65: 


\n idea presented to one of my policy- 


Cc. D. SHEFFE ADVANCED 
C. D. Sheffe, general agent of the Lon- 
don Assurance, has been elected an as- 
sistant secretary of Manhattan Fire & 
Marine, which company is associated 
with the London. Mr. Sheffe has been 
with the company for twenty-five years. 


Agents are familiar 
The Time 


with the argument 

That Income that a large lump 
Would Last sum of insurance 
when translated into 

terms of income seems very small. 


Figures backing up this contention are 
given by John W. Yates of Detroit, who 
says that although there is eighty-seven 
billions of insurance in force in this 
country, it could not pay the normal in- 
come of the country for more than sixty 
months. 





TO DESIGN SHUBERT STAMPS 





Major G, W. Camp, Insurance Journalist, 
Submits Three Specimens for 
Unfinished Symphony Contest 

Major G. W. Camp, a well known in- 
surance newspaperman who is connected 
with the hinge ne Association of Life 
Underwriters, has been selected to de- 
sign the postage stamp for the Shubert 
Unfinished Symphony Contest. The con- 
test has been discussed in the newspa- 
pers a good deal of late: its purpose is 
to find the person who is best suited to 
finish the so- called unfinished symphony 
of the great music master, Shubert. The 
prize is to be $10,000 

The director of the contest is Fred- 
erick Sard and it was he who chose 
Major Camp to design the stamp. Major 
Camp has already submitted three de- 
signs to the committee which will select 
the one to be used. The designs shows 
a portrait of the composer; an extract 
from his music and a scene depicting the 
Shubert Centennial which took place 
last year. The designs also bear the 
name of the Columbia Gramophone 
Company, sponsors of the contest. 

Major Camp is president of the So- 
ciety of Philatelic Americans, an organi- 
zation composed of people who collect 
postage stamps. He has been mentioned 
in the public prints recently, notably in 
an article in Collier’s Weekly dealing 
with the subject of famous philatelists. 





March has been set aside by the Co- 
lonial Life of America as “President’s 
Special Effort Month,” during which 
managers, assistants and agents are ex- 
erting every effort to make it a record 
month in the amount of new industrial 
and ordinary business written. 
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TWO MEN 


We have two new 





territories for two 
good men under 
real general agents’ 
contracts. 

Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK | 
| 

















HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 

















SEIDE WITH SECURITY MUTUAL 


J. J. Seide, formerly advertising man- 
ager of the Acacia Mutual Life Associa- 
tion, has just been appointed publicity 
director of the Security Mutual Life. Mr. 
Seide has been in the field for more than 
six years and has made a record as a 
life producer with one of the Hartford 
companies. For the past year he has 
been specializing on insurance advertis- 
ing and publicity and it is in this work 
that he will be engaged in the Security 
Mutual Life. 

George C. isles. 
Mutual Life, died last week at his win- 
ter home in Miami, Florida. He had 
been in the employ of the company since 
1892 and was appointed controller on 
March 1, 1904. He was in his fifty- 
fourth year. 


controller of the 














in America then and there. 


are invited to apply to 


DAVID F. HOUSTON 
President 


34 Nassau Street 





Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February Ist, 1843, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


The Mutual Life Insurance Company 
of New York 


2nd Vice- President and Manager of Agencies 


The Mutual Life began 


GEORGE K. SARGENT 


New York, N. Y. 
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Executives Disagree 
About Unemployment 


VIEWS OF TWO LIFE COMPANIES 





Provident Mutual Sees no Sign of Its 
Effect on Business; Fidelity Mutual 
Sees Situation Differently 





Life insurance officials in 


Philadelphia seem to be at odds as to 


company 


the effect that unemployment has had 
on the business. The Provident Mutual 
Life declares that, at this time, the new 
business, both issued and paid for, has 
been averaging in the neighborhood of 
10% ahead of the figures for the same 
period of 1927, and that the gains, while 
not participated in by every agency, 
seem to be coming from all parts of the 
country. 

However, Walter Le Mar _ Talbot, 
president of the Fidelity Mutual Life, 
declares: 

“The slackening in general business 
which was first felt last November has 
naturally been reflected in the paid busi- 
ness record of this company. While un- 
employment does not very likely exist 
in any considerable degree among our 
policyholder and prospect groups, it 
nevertheless contributes to conditions by 
which they are adversely affected. We 
find evidence of this both in a falling 
off of new business and an increase in 
policy loans. 

“We find conditions about the same 
over, the entire country. Present indica- 
tions are that we have passed the turn 
and that things are on the up grade. 
Increased activity by large corporations 
and governmental bodies in the way of 
improvement work would undoubtedly 
find its reflection all down the line.” 


GROWTH OF DISABILITY 


ef New Phoenix Mutual Policy- 
holders in 1927 Have This Pro- 
tection, Company Says 
just the 
Phoenix Mutual shows that a_ steadily 


79% 


\ compilation issued by 
rising proportion of its policyholders is 
through Dis- 
ability and Double Indemnity provisions 


now securing protection 
in its policies, 79% of those investing in 
new life insurance during 1927 having 
arranged for Disability protection (most 
of them for Monthly Income and Waiv- 
cr of Premium while disabled) and 70% 
for Double Indemnity in event of acci- 
dental death. 

‘Tuberculosis continues to be the prin- 
cipal cause of disability, being respon- 
sible for 35% of the incapacitated ones. 
This is nearly five times the proportion 
of those disabled by accidents and ex- 
actly three times the number disabled 
by insanity. Cancer and nervous break- 
down come next, with slightly less than 
4% each, and Arthritis is not far behind. 
Next comes Paralysis with about 2% and 
appendicitis, ulcers of the stomach, and 
sleeping sickness, with 144% each. Neu- 
ritis last year was responsible for only 
14 of 1% of the disabilities. 

Out of the total number of claimants, 
30% still are receiving disability pay- 
ments under their policies. 

The average premium deposit per 
policy was $125.63, an increase of about 
$2.05 over the previous year. The aver- 
age size of policy, however, decreased 
about $200 to $3,785, due to the large 
number of moderate size policies bought 
by employes of public service corpora- 
tions on the Salary Deduction Plan, in 
which field the Phoenix Mutual is a 
large factor;, most of these policies are 
written on the Endowment plan. 





OPERATE ON MRS. ENSIGN 

Mrs. Everett M. Ensign, wife of the 
executive secretary of the National 
\ssociation of Life Underwriters, is at 
the Parkwest, 170 West Seventy-sixth 
Street, New York, where she is recover- 
ing from a major operation. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








a New York Life Agents 
Paid for 
| 927 Million Dollars 


of NEW BUSINESS DURING 
THE, NEW YEAR 











@ This is the largest total secured by 
Nylic Agents in any year in the 


Company's history, exceeding their 
record for 1926 by 


$27,000,000 | 






















on December 31, 1927, was over 
Six and a Quarter Billions, viz., 


$6,285,800,000 
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q In their service to the public, Nylic 
Agents continue to prosper and to forge 


@ The Company’s total insurance in force 


ahead to greater achievements. 
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“Is it any wonder that, meas- 
ured by usual standards, 


Nylic agents are indus- 
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trious, persistent, satis- 
fied and happy?” 
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NEW YORK 
LIFE INSURANCE 
COMPANY 


846 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY New Home Office Building now being 


P ° d erected on the site of the famous 
resident old Madison Square Garden 
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Thurman On Technique 
Of The Presentation 


MORE NEEDED THAN FORMERLY 


Mutual Benefit Officer Tells Sales Con. 
gress Best Idea In World Is {n.- 
effective Unless Properly Put Forth 





Oliver Thurman, head of the ag: ney 


division and vice-president of the \{y- 


tual Benefit, discussed Selectivity at the 
New York Sales Congress recently. 
During the course of his talk he told 
of some of the methods used by Clay 
Hamlin of Buffalo. In the way of ad- 
vice to the younger agents present he 
said: 

“There is an old fallacy oft repeated 
that everyone is a prospect to a life in- 
surance salesman. I say this is a fal- 
lacy. There are classes of people with 
whom none of you may hope to have 
adequate success. Every man is not a 
prospect for every man and_ though 
someone else may be able to handle a 
certain individual or a certain type of 
people, there is no reason for us as in- 
dividuals to assume that we can success- 
fully sell all classes. This can be easily 
demonstrated. If you will but analyze 
those upon your own list of policyhold- 
ers I am sure that you will find that 
they will fall into subdivisions of pro- 
fessional men, manufacturers, artists, 
workers, or what not; into a classifica- 
tion that will vary materially from the 
composite picture made by classifying 
all of the policyholders of all of this 
group of representatives. 


Pick Prospects Who Can Be Sold 
Most Easily 

“Now, what does selectivity mean in 
this very important part of the process 
of a sale? Does it not mean that we 
should, based upon some kind of fact 
knowledge, some kind of understanding, 
energize ourselves, direct our attentions 
and direct our energies toward those 
with whom we may be reasonably as- 
sured of success? Does it not follow 
that we should consciously steer our- 
selves clear of that other type, or those 
other classes of individuals with whom 
success is difficult, if not impossible? 
And so I want to emphasize that in the 
very outset of the sales process, in the 
selection of that man or that woman 
to whom you are going to make an ap- 
peal, there is profit to you in selectiv- 
ity. Determine the class of prospects 
you wish to see and devote yourselves 
diligently to finding those with whom 
you may reasonably succeed and with 
the same diligence avoid contacts with 
those with whom you know it is dif- 
ficult or impossible to succeed. 

“The radio will serve as an_ illustra- 
tion. The problem of bringing order 
out of chaos in that field has reached 
such a stage of importance that it has 
commanded the attention of the Gov- 
ernment and of great engineers, onc at 
least of more than national reputation 
The air is surcharged with the broad- 
castings of profound thought, artistic 
entertainment, and irritating jargon. 
The value of a radio machine lies more 
in its ability to tune out than it does 
in its power to reach long distances. 

“So it is with individuals; so it is with 
us, that choosing and the selecting and 
the energizing of the choices when once 
made, offers us the richest kind of re- 
ward. 


“One other brief illustration. Let us 


‘ consider the sales motivating influences 


which vou, as an individual, may em- 
ploy. Because you may have been suc- 
cessful in selling life insurance for fam- 
ily protection does not justify the as- 
sumption that you may with equal s'ic- 
cess sell the idea of estate conservation, 
or use with the same effectiveness «ny 
other of the more or less standard “p- 
peals that are made by others, until you 
have applied yourself to the specific pri b- 
lem of Seeking out as prospects those 
to whom the idea you attempt to «se 
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will appeal, until you devise ways and 
means of approaching in a_ profitable 
way such prospects, and until you de- 
termine upon a strong and an effective 
method of closing. 

Utilizing Tools at Hand 


“\fake use of the best tools you have 
at your disposal. Remember always that 
technique in the presentation of the idea 
is the most important thing. No mat- 
ter how good the idea it will fail unless 
properly presented. 

“\nd so, as you are gathered here to 
vain new riches in ideas, methods and 
plans, I want to urge upon you that these 
plans, these ideas, whatever you find in 
new methods, are valueless, are perhaps 
more than valueless—they will be con- 
fusing and will distort the attempts you 
make unless there is preparation upon 
your part, unless there is proper assimi- 
jation and beyond proper assimilation 
there is a consciously devised plan to 
apply them in your own individual way. 

“No other man’s idea will ever serve 
a useful purpose in your hand, but for- 
tunately for ideas, they need no longer 
to be the gift of another when we re- 
ceive them; if properly assimilated they 
may become our ideas, and our ideas 
are potent weapons.” 





c. C. FOWLER TO LECTURE 





Special Deputy Insurance Commissioner 
on Faculty of St. John’s College 
School of Law 
Clarence C. Fowler, special deputy in- 
surance superintendent, has joined the 
faculty of St. John’s College School of 
Law. Mr. Fowler will conduct graduate 
and undergraduate courses in insurance 
law, and also a graduate course for law- 
vers who desire to specialize in insur- 

ance work. 

Mr. Fowler is one of the leading au- 
thorities on insurance law in the United 
States and has written much on the sub- 
ject. During his years of service with 
the State Insurance Department he has 
conducted litigation involving important 
constitutional, interstate and _ interna- 
tional legal questions, notable among 
which were the various Russian insur- 
ance litigations in this country. 

Mr. Fowler was born in Kentucky and 
received his law training in the Jefferson 
Law School of Louisville, Ky., and the 
New York University Law School. 





APPOINTED A_ VICE-PRESIDENT 


Secretary George W. Hubbell Elected to 

New Post With U. S. Life After 
39 Years’ Service 
W. Hubbell, secretary and 
actuary of the United States Life, was 
clected a vice-president of the company 
at a meeting of the board of directors 
on March 20, after thirty-nine years of 
faithful service, President Henry Moir 
announced last week. 

Mr. Hubbell, who was born in New 
York City, was graduated from the Col- 
lege of the City of New York in 1887. 
After a few months’ experience in the 
banking business he entered the insur- 
ance field as a clerk with the Insur- 
ance Company of North America. Short- 
lv after he went with the United States 
Life where he has been ever since. 

He is a fellow of the Actuarial So- 
ciety of America and is well known in 
New York insurance circles. 


George 





GiVES EQUITABLE TRUST TALK 


Nathaniel H. Seefurth, president of 
National Tax Service Publishers, Inc., 
an’ counsel for that organization, was 
the speaker at the Equitable Trust Com- 
Dany’s lecture vesterday at the Federal 
Reserve Auditorium, New York City. 
R. H. Keffer, Aetna Life, and a member 
ot the Advisory Council, presided. 

\Ir. Seefurth made a good talk on the 
subiect of “How to Write More Busi- 
ness Insurance on Principles of Partner- 
ships and Corporations.” 


Prudential Monthly 
Intermediate Premiums 


NEW POLICIES ARE ANNOUNCED 





President Duffield Tells of Large Class 
of People Paying Bills Twelve 
Times Yearly 





President Duffield) announced _ this 
week that The Prudential is to write In- 
termediate Monthly Premium policies. 
In connection with the introduction of 
this new form of policy the amount of 
weekly-payment insurance (Industrial) 
on a life will be curtailed by The Pru- 
dential as follows: 

Beginning with the official issue of In- 
dustrial policies bearing date of May 7, 
1928 (canvassing week, April 30, 1928), 
the total amount of Industrial insurance 
in force in this company on any life will 
be limited to $1,000 at ages, next birth- 
day, 16 to 57 years, inclusive; for ages 
below 16 and over 57, next birthday, 
there may be in force in this company 
the amounts permitted by the present 
Industrial rate tables. 

New Policies Discussed 

President Duffield said: “There is a 
class of people who can not be interested 
in a form of insurance that requires the 
payment of premiums quarterly or 
monthly. It may be said of these that 
life insurance protection, even though of 
small amounts, is greatly needed. It is 
provided by the weekly-premium Indus- 
trial tables. 

“For those who can and will budget 
their expenses, so that premium pay- 
ments will be made quarterly or at 
longer intervals, the many kinds of Or- 
dinary policies give every form of pro- 
tection. 

“There is another class—and a very 
large one—with whom the payment 
monthly of rents, store bills, telephone, 
electric light and gas bills has become so 
fixed a habit that all other expenditures 
are viewed in the same light. It is rea- 
sonable to assume that these people can 
be interested in paying life insurance 
premiums monthly, and to them the new 
Intermediate policy should make a 
strong appeal. It will be issued in the 
forms of Whole Life, 20-Year Payment 
Life and 20-Year Endowment, starting 
at $500 and increasing in multiples of 
$100 to a total of $2,000, premiums pay- 
able monthly. This policy contains the 
standard provisions of our Ordinary pol- 
icies, accidental death benefit and liberal 
disability features, and loan values. It 
will be largely of the non-medical class. 

“The issue of Intermediate business, 
present form, on the quarterly, semi- 
annual or annual-premium plan will be 
discontinued except when required by 
the terms of the Industrial Convertible 
Endowment policy. 

“You will thus have: Industrial (week- 
ly premium) up to $1,000, inclusive; In- 
termediate (monthly premium) $500 to 
$2,000, inclusive; Ordinary (quarterly, 
half-vearly, yearly premiums) $1,000 and 
upward.” 





SMITH VETOES A GROUP BILL 

Governor Smith has vetoed the Bar- 
tholomew bill amending the insurance 
law providing group life insurance for 
employes of prisons. In a memorandum 


accompanying the veto the Governor 
said: 
“This bill extends the definition of 


group life insurance 
guards. 

“In my opinion, this bill should not be 
approved this year. The matter should 
be held in abeyance until the next ses- 
sion of the legislature, at which time a 
bill should be introduced permitting any 
association of government emploves to 
be eligible for group life insurance. In 
fact, such a bill was introduced at the 
last session of the legislature at the sug- 
gestion of the Insurance Department.” 


to cover prison 


Won’t Give California 
Money For Examinations 


TWO ST. LOUIS COMPANIES BALK 





International and Continental Did Not 
Comply With Commissioner’s Re- 
quest By March 26 





Monday, March 26, passed into his- 
tory without the International Life and 
the Continental Life of St. Louis com- 
plying with the ultimatum handed down 
by Commissioner Charles R. Detrick of 
California that they have in his hands 
by noon on that date advance examina- 
tion expense money which he had de- 
manded in communications sent to the 
companies. He threatened to revoke 
their California licenses if they did not 
comply with his demands. 

The St. Louis companies were in the 
position popularly known as “between 
the devil and the deep blue sea.” On 
March 13 the Missouri Insurance De- 
partment had instructed the companies 
to refuse to comply with the California 
department’s demands. In specific in- 
structions the companies were advised 
neither to advance the funds demanded 
by California nor to permit California 
examiners to have access to their books 
or enter their offices. 

Officials of the St. Louis companies 
deplore the situation that has developed 
and are hopeful that some way will be 
found to avoid an open war between the 


California and Missouri insurance de- 
partments. It is known that Commis- 
sioner Detrick also contemplates de- 


manding examinations of other Missouri 
insurance companies now operating in 
California and this attitude on his part 
probably will lead to reprisals by the 
Missouri insurance department. 





IN STRONG POSITION 

Through the sale of 25,000 shares of 
$10 par value capital stock at $20 a 
share and a reorganization of its acci- 
dent and health department the Conti- 
nental Life Insurance Company of St. 
Louis, Mo., has not only removed all the 
objectionable conditions revealed by the 
recent examination of the company the 
Missouri Insurance Department but to- 
day is in a much stronger financial po- 
sition than it has ever been according to 
Ed Mays, president of the company. 


SMITH SIGNS BILL 

Governor Smith has signed the Wales 
bill, amending the insurance law in re- 
lation to the powers of fraternal benefit 
societies. This is the bill of the Na- 
tional Fraternal Conference. The gov- 
ernor has also signed the Gedney bill, 
as chapter 470 laws of 1928 amending 
section 45 of the insurance law in rela- 
tion to forms of reports to be furnished 


to superintendent by foreign insurance 
corporations. 


NEW ASST. CHIEF ADJUSTERS 

Harold D. Watson, F. Murray Lyon 
and Francis W. Cavanaugh have been 
appointed assistant chief adjusters, life, 
accident and group department of the 
Travelers, under Chief Adjuster David 
N. Case. All three have been claim ex- 
aminers in the home office in Hartford, 
Conn., for several years. 





TWO NEW SUPERVISORS 
The A. E. Patterson Agency of the 
Penn Mutual in Chicago has appointed 
W. B. Strong and Raymond Thompson 
agency supervisors. Mr. Strong was 
formerly a bank cashier. Mr. Thompson 
has been in life insurance for eight years. 





BEHA RULING IN COURT 
The Metropolitan Life is testing in a 
New York Court the Beha ruling that 
the Metropolitan cannot insert a restric- 
tive rider in policies issued to persons 
engaged in acronautics other than as 
fare-paying passengers, 














CANADA LIFE INSURES FLIERS 





Total of $60,000 on Lives of N. Y. Amer- 
ican Editors Aboard Tour Plane, 
Is Placed 

The Canada Life recently insured the 
lives of John C. Ingram, of the editorial 
staff of the New York “American,” and 
Captain H. Gordon Smith, in charge of 
the aviation page of that paper, for 
$30,000 each on the straight life plan. 
These men are now aboard the New 
York American All-America Tour Plane 
which is to cover thirty-five cities for 
the purpose of demonstrating, through 
constant communication with the ground, 
the feasibility of a business executive 
directing his organization from the air. 
The insurance was placed by White & 
Dart, brokers at 75 Maiden Lane, New 
York City, through Herbert W. Jones, 
manager of the New York office of the 
Canada Life. 

Richard J. Wall, prominent Toledo 
business man and owner of the plane, is 
also aboard together with two members 
of the Radio Corporation of America. 
Mr. Wall, who is director of the Na- 
tional Safety Council, is making the 
flight to gather data that will enable 
him to establish the safety of the air- 
craft business. H. Gordon Smith, in 
charge of the flight for the New York 
“American,” will maintain constant com- 
munication with the business executives 
upon whom he will call in the various 
cities visited by the plane. The plane 
will be in constant communication with 
stations here in New York as well. The 
plane hopped off on its flight on 
March 17. 

EXTRA DIVIDENDS 
Superintendent Beha Has Temporarily 
Waived His Ruling of July 9, 1925; 
Gives His Reasons 
Superintendent Beha has temporarily 
suspended the ruling on his circular of 
July 9, 1925, respecting extra dividends 
on life insurance policies. He says in a 

letter to companies: 

“This Department has under consid- 
eration the advisability of recommending 
changes in Sections 84 and 97 and cer- 
tain other sections of the New York 
Insurance Law at the next session of the 
legislature. After these sections of the 
Insurance Law have been amended, it 
may be that some of the life insurance 
companies will decide to make re-ad- 
justments in their premium rates, which 
would, of course, necessitate some 
changes in the dividend scales. 

“In view of the above facts, I have 
decided to suspend, temporarily, the rul- 
ing of July 9, 1925, in re. extra dividends 
on life policies. 





NEW HONOR FOR C. J. DALY 

Clarence J. Daly, president of the 
Capitol Life of Denver, has been elected 
a director of the Denver Chamber of 
Commerce. 
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21.6% of Business Was 
Upon Income for Life 


FIDELITY MUTUAL’S RECORD 
President Talbot's Review of 1927 Busi- 
ness; Assets Show 48.9% Gain 
Over Five Year Period 








Walter L. Talbot, president of the Fi- 
delity Mutual Life, in his annual report 
said that of the 1927 new paid business 
61% was issued on the Ordinary Life and 
Limited Payment Plans; 21.6% on the 
“Income for Life” and Endowment Plans 
and 12.84% on Term Plans. The policies 
averaged $3,362. The total insurance in 
force at the end of the year was $366,- 
286,022, an increase of 53% over the 
amount outstanding five years ago. The 
total volume of new business for the 
year was $53,794,000. 

The assets of the company as of De- 
cember 31, 1927, amounted to $76,583,319, 
a gain of 48.9% over the company’s as- 
sets of five years ago. Bonding hold- 
ings showed an increase of $1,806,557 in 
market value over amortized value. 


New Investments 


New investments during the year in 
Railroad and Public Utility Bonds 
amounted to $2,760,080.04, at an average 
interest yield of 5.01%. The total amount 
of Government, Municipal, Railroad, 
Public Utility, and miscellaneous Bonds 
now held by the company is $22,775,- 
139.49 on the amortized basis, or $24,- 
581,697 on the basis of market values 
December 31, 1927. 

New investments during the year in 
First Mortgages on Real Estate amount- 
ed to $6,508,508.51, at an average inter- 
est yield of 5.93%. The total investment 
of this character now held by the com- 
pany is $34,119,306.51, on property care- 
fully valued at $83,662,991. 

The average interest return for the 
year on the mean invested assets was 
5.37%. The following table shows the 
well-balanced distribution of the com- 
pany’s assets: 


Per Cent. 

First mortgages on real estate...... 44.55 
DE ichapudbiee sks ceassanceneee 29.74 
Loans on fidelity policies........... 16.17 
Premiums in course of collection.... 323 
Interest and rents due or accrued... 1.53 
Real estate (including head office and 

adjacent properties .............. 3.36 
Cask in banks and in office......... -80 
Bank and other stocks............. 59 
ee ee eee .05 





P. C. RATLIFF DIES 


P. C. Ratliff, for thirty-four years gen- 
eral agent of the Penn Mutual at Bir- 
mingham, Ala., died in that city Friday, 
January 13. Mr. Ratliff was an able 
life underwriter, and for years had been 
active in the educational, religious, and 
civic activities of his city. He was chair- 
man of the board of trustees of Howard 
College, and had for many years been a 
member of that governing body. The 
degree of LL.D was conferred on him 
last year by that institution for his emi- 
nent services to it and to the city of 
Birmingham. W. T. Ratliff, his son, 
was associated with his father in the 
management of the agency. 





BLACKBURN RESOLUTION 


Several organizations in the business 
have passed memorial resolutions rela- 
tive to the late Thomas W. Blackburn, 
for so many years manager of the Am- 
erican Life Convention. The Associa- 
tion of Life Insurance Presidents, in its 
memorial, said in part: 

“Mr. Blackburn’s duties brought him 
into frequent contact with the members 
and officers of this association, with 
whom he ever willingly co-operated most 
business. In all these relations he was 
found to be a staunch friend and a wise 
counsellor. The constructive contribu- 
tions of Mr. Blackburn to the cause of 
sound life insurance will long be remem- 
bered and will continue to bear rich 
fruit in the years to come. 


SIMPLIFY POLICY 





Changes Made in Contract of Philadel- 
phia Life Company; Cuts Out Red 
Tape, Simplifies Language 

The Philadelphia Life has announced 
a complete revision of its policy forms. 
The language has been greatly simplified 
and the topographical layout improved. 
The grace period is one month, but not 
less than thirty days. Cash values have 
been liberalized. To make a loan the 
policyholder’ does not have to give up 
his policy. After the loan is granted 
he gets his policy back and then can 
make such use of it as he did before. 
The method of premium payments may 
be changed at will by the insured. It 
is not necessary to send the policy in to 
change the beneficiary. The-policy con- 
tains new ownership privileges. All poli- 
cies provide for income optionals. The 
guaranteed income payable under instal- 
ment optionals assumes interest at the 
rate of 34%4%. All policies provide in the 
event of death by suicide within one year 
that the premiums will be returned. 





IN ATTRACTIVE DRESS 
The John Hancock “Signature,” pub- 
lished by the John Hancock Mutual Life, 
is in new dress and there is no more 
attractive-looking paper in the country. 
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Pittsfield, Massachusetts 


THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. : . 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 | 


FRED. H. RHODES, President 











‘his new 


BOYCE SYRACUSE MANAGER 

William L. Boyce, at present with the 
W. W. Klingman agency of the Equit- 
able Society in St. Paul, Minn., has been 
appointed agency manager for the So- 
ciety in Syracuse, N. Y. He takes over 
office this week. Mr. Boyce 
was manager for the Equitable at Fargo, 
N. D., before he became superintendent 
of agents in the Klingman agency. 





LICENSED REVOKED 

Leo Lebel, 317 W. 145th street, New 
York, licensed under sections 91 and 143 
as agent for the Connecticut Mutual Life 
and broker, has had his license revoked 
for failure to account for funds of the 
committee of the estates of Mike Zyta, 
Christo Tzostzos and Vincent Capria. 


WOMAN’S $250,000 CASE 

A few weeks ago Mrs. Florence E, 
Shaal of the Equitable Society, Boston, 
placed a $200,000 policy on a client. Last 
week she made this an even quarter mil- 
lion by adding $50,000 to it. She is 
manager of the woman’s department of 
the Boston agency. 





The annual report of the Connecticut 
Mutual as given by President James Lee 
Loomis so interested the Hartford 
“Courant” that a full column was de- 
voted to an editorial about it. 





Mrs. Margaret J. Bovey of the Union 
Central in Minneapolis paid for $175,000 
in January and thus became that com- 
pany’s leading woman agent. 








The 


Progressive 
Company 


Missouri State Life by its consistent growth and 
high service ideals wins distinctive title 








Accident - 


i twelve years from a hundred 
million to three quarters of a 
billion of insurance in force! And 
despite its outstanding record of 
gains for 1927 . . its record year 
. the Missouri State Life has closed 
the first two months of 1928 with 
an increase in its written business 
of 12.7% over the first two months 
of last year. 

The Company's remarkable 
growth and vitality is the result of 
its high conception of service, its 
sound financing program and its 
complete multiple line of insurance. 
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Missouri State Life Insurance Company 


Hillsman Taylor, President 


Life 
Health 
Group 


Aggressive life insurance men 
‘like Missouri State Life under- 
writing methods. Prompt, efficient 
handling characterizes every detail 
of the Company’s dealings with its 
representatives and its policyhold- 
ers. It offers progressive service 

. . new policies, new sales ideas, 
new selling helps. 

Exceptional opportunities 
are open to good men in any of 
the forty states where the Com- 


pany operates. Write for Agency 
proposal. 


Home Office, St. Louis 





Missouri STATE LIFE INSURANCE Co. 
St. Louis 

Send me your Agency proposal 

Name 
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New York District Led 
Metropolitan in 1927 


HAD AVERAGE INCREASE OF 58.5 





Individual Honors Switched to West as 
Agent D. E. Dumont, California, 
Beats Industrial Record 





In the production of industrial insur- 
ance for 1927 for the Metropolitan Life, 
first place again went to the Metropoli- 
tan territory with an average actual in- 
crease of 58.5 per week per agent. The 
New England territory finished in sec- 
ond place with an average of 48.7 cents 
per week per agent, while the Middle 
Atlantic territory was third, with an av- 
erave of 46.6 cents. The other territories 
ranked as follows: Fourth, New York 
State; fifth, Canadian; sixth, Pacific 
Coast; seventh, Middle West; cighth, 
Southern; ninth, Great Western; tenth, 
Southwestern. 

‘the company average of actual in- 
crease per week per man was 38.2 cents, 
and was exceeded by four territories. 

Industrial office accounts made their 
appearance on the industrial poster for 
the first time last year, and three of these 
finished among the first four in the dis- 
trict ranking. These were the Bronx 
Oftice Account, N. Y., superintendent H. 
J. Brennan, which finished first with an 
average increase per week per agent of 
$1,273; Jamaica Office Account, L. I., su- 
perintendent R. H. Owens, averaging 
$1.18 per week per man, which took sec- 
ond place, and Brooklyn Office Account, 
N. Y., Superintendent W. H. Roddy, 
which captured fourth place in the coun- 
try at large standing with a weekly av- 
erage per man of 98.1 cents. 

Districts among the ten leaders and 
their averages (not including monthly 
premium business) were: 

Third, Borough Park (Brooklyn), 
Manager W. E. Norris; fifth, Ottawa, 
Ill, Manager G. C. Fanning; sixth, Mid- 
dletown, N. Y¥., Manager G. B. Allen; 
seventh, Plymouth, Mass., Supt. W. S. 
Price; eighth, Batavia, N. Y., Manager 
B. R. Carpenter; ninth, Stamford, Conn., 
Manager H. S. Hodgson; tenth, Phila- 
delphia North, Manager C. T. Stokes. 

Individual honors in weekly industrial 
production went to Agent D. E. Dumont, 
of Pasadena, Cal., District, who bettered 
Victor Mushabac’s 1926 record with a 
gross increase for the year of $284.09, 
or an unofficial average increase of $5.46 
per week. Dumont went into the lead 
in the country-at-large standing early 
last spring, and his place was never 
threatened thereafter. Other agents 
among the first ten in the country fin- 
ished in the order named: George J. 
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VOSHELL’S 48TH ANNIVERSARY 





Brooklyn Manager, Metropolitan Life, 
Gives Dinner‘ to His Staff to Cele- 
brate the Occasion 

S. S. Voshell, manager of the Brook- 
lyn District office of the Metropolitan 
Life, gave a staff dinner to his staff 
recently at the “Little Campus” restau- 
rant in Brooklyn to celebrate his 48th 
anniversary in the insurance business. 
About seventy people attended the af- 
fair. Mr. Voshell has been thirty-three 
years with the Metropolitan and was also 
with the John Hancock for fifteen years. 

It was a real “family affair,” there 
being no outsiders present, and like all 
family reunions was greatly enjoyed by 
all who participated. Mr. Voshell, who 
is still in vigorous health despite his 
years, was master of ceremonies and 
spoke several times during the evening, 
praising the loyalty of his associates. 

There were two surprises during the 
evening. One was when Agent Bernard 
Wallis got up and sang a song he had 
composed for the occasion to the tune 
of “Mother.” Everyone joined heartily 
in the chorus and it was sung several 
times during the dinner. The second 
surprise was when Agent Francis Rosel- 
li presented Mr. Voshell with a scroll 
upon which was inscribed a record of 
each agent’s writings during the month 
of January. Mr. Voshell seemed deep- 
ly moved by the words addressed to him 
by Mr. Roselli. The speaker said he 
could hardly find words that would ade- 
quately express the admiration and love 
which the members of the Brooklyn dis- 
trict felt for their “spiritual father,” S. 
S. Voshell. 

The Voshell organization had a net 
increase last year of $1,521 and the in- 
dustrial increase so far this year is $335. 
A large volume of industrial business is 
written by the Brooklyn District office. 


WASHINGTON MEETING 

William H. Baden, trust officer of the 
Washington Loan & Trust Co., spoke 
to the members of the District of Co- 
lumbia Life Underwriters Association at 
their regular meeting held recently. Mr. 
Baden, who spoke on insurance trusts, 
has often co-operated with insurance 
men in the establishment of estates in 
Washington. 











Handel, Stamford, Conn., with an in- 
crease of $212; Leon Squire, Yonkers, N. 
Y., $202; Laurence Dubov, Cleveland, 
$199; agent unattached John Caskins, 
Haverhill, Mass., $198; E. H. Boshuslov, 
Pasadena, Cal., $184; F. H. Potvin, Man- 
chester, N. H., $165; Morris Wise, Pitts- 
burgh South, $161; W. A. Katz, Cleve- 
land, O., $148, and F. B. Brown, Toron- 
to, Can., account $147. 








back of every door bell. 


| Independence Square 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
| THERE IS NO COMPANY LIKE THE HOME 


| THE HOME LIFE INSURANCE COMPANY OF AMERICA 
: 


Interested in Replies from Pennsylvania and Delaware. 





Philadelphia, Penna. 











SOME PRUDENTIAL CHANGES 


Several Promoted To Be Assistant Su 
perintendents; Two Agents Cele- 
brate 25 Years Of Service 

Superintendent Edwin B. Harris, o 
the Indianapolis No, 2 district, completec 
twenty-five years of continuous service 
under date of Jan. 31, 1928. His en- 
trance into Class “E” of The Prudential 
Old Guard, was celebrated by gathering 
his entire staff as well as other guests 
around the festive board upon which oc- 
casion the home office was represented 
by Vice-President Edward Gray, Assist- 
ant Secretary William R. Konow, and 
Division Manager Thomas H. Girtanner. 

Guy M. Hazard, agent at Shelbyville, 
Ind. (Columbus, Ind. district) has been 
promoted to an assistant superintendent 
and placed in charge of the staff at 
Aurora, Ind., detached assistancy of the 
Covington, Ky., district. Recent promo- 
tions to assistant superintendents in 
Division “N” are as follows: Leo E. 
Humphreys, Atlanta, Ga.; Jack R. Bry- 
ant, Jr,, Norfolk, Va.; Edward Thatcher, 
Jr., Baltimore No. 2, and Harry E. Winn, 
3irmingham, Ala. 

_Wesley G. Heist, who entered the ser- 
vice of the company in the Buffalo No. 
4 district on July 19, 1926, was promoted 
to be an assistant superintendent in the 
same district. The following agents in 
Ohio have been advanced to the position 
of assistant superintendents: Henry C. 
Zenow, Columbus No. 1; Archie E, Eb- 
erly, Akron No. 2; Owen H. Scott, 
Mansfield; Carl E. Wolfe, Columbus No. 
2; Edwin A. Bender, Cleveland No. 3, 
and Bogdan Dragisich, Cleveland No. 2. 
Agent C. E. Colvin, of Schenectady, 
N. Y., was recently promoted to be an 
assistant superintendent in the same dis- 
trict. W. J. McGarry, formerly an agent 
in the New Haven, Conn., district, also 
was promoted to be an assistant super- 
intendent. 

Superintendent Forman G. Basford, of 
the Cincinnati No. 1, Ohio, district, re- 
cently received the congratulations of 
his friends and co-workers on the com- 
pletion of twenty-five years of service 
with The Prudential. He was the guest 
of honor at a dinner given on the same 
date in the Gibson Hotel of Cincinnati 
which was attended by his entire staff 
as well as other guests including from 
the home office Vice-President Edward 
Gray, Assistant Secretary William R. 
Konow, and Division Manager, Thomas 
H, Girtanner. 





COLONIAL LIFE LEADERS 
The three leading managers of the 
Colonial Life of America in industrial 
increase, ordinary and collections during 
1927 were the following: J. A. Bever- 
idge, industrial increase; J. R. Silk, col- 

lections; N. F. Sheridan, ordinary. 
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RATE BOOK CLEARS MYSTERY 
A blank insurance application, togeth- 
er with a table of Ordinary life rates 
were the means whereby identification of 
H. Earl Lyons, Syracuse salesman of 
The Prudential was established at the 
Buffalo City hospital recently. Mr. 
Lyons suffered from amnesia, losing his 
memory completely on January 21 and 
going to a police station. He was sent to 
the hospital but could remember nothing 
whatever concerning himself. Newspa- 
per publicity relative to the case came 
to the attention of Prudential executives 
at Buffalo who succeeded in identifying 
Mr. Lyons and got word to his wife, 
who later went to Buffalo and took her 
husband with her to their home. 








The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 
Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the ¢ , havi 
capital, surplus and highest standard of yesureen. meetin 


Exceptional Opportunity is offered to salesmen o 
character and ability. Communicate at once wit 
Agency Department, 77 Franklin Street, Boston. 

















THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 3'4 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


JOHN G. WALKER, Chairman of the Board 


BRADPORD H. WALKER, Presideat 














George T. Smith, Vice-President 








The Colonial Life Insurance Company of America 


Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 


Wide Variety of Ordinary and Industrial Policies 
Give Agents Unusual Money Making Opportunities. 
OFFICERS 
E. J. Heppenheimer, President 
Chas. F. Nettleship, 2nd Vice-President 
Home Office—Jersey City, N. J. 


_E. C. Wise, Treasurer 
S. R. Brown, Secretary 

















Page 18 









{HE ditoriat| 
Ay SE ee 





THE EASTERN 
UNDERWRITER 










Human Intere tf} 


I fie agetgs 


March 30, 1928 














THE EASTERN 
UNDER WRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number, Beek- 
man 2076. 





Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





AGENCY EXAMS BY STATES 

Socrates, Plato and Jevons may not be 
missing from the make-up of Colonel 
M. H. Taggart, insurance commissioner 
of Pennsylvania, but there are enough 
people who think they form a missing 
link in his mental chain to make sure 
that there will be court actiorf to upset 
his requirement of license examinations 
in that state. 

Here is a sample of the way the Penn- 
sylvania system is working: Peter Hale 
has for some years been representing 
five fire and casualty companies of the 
Grade D variety. His business starts 
growing and he gets an opportunity to 
put on the parent company of a great 
fleet. That company has been in busi- 
ness for decades and has thousands of 
agents. The judgment of its special 
agent in appointing Peter Hale is not 
enough. He must go to one of six cen- 
ters and take an examination to prove 
to the state that he is qualified to repre- 
sent the old company. He doesn’t need 
any examination to continue to represent 
the Grade D companies which have been 
in his office for some time. The com- 
pany, which makes the appointment, 
can’t understand this. Somebody is 
cuckoo. Doesn’t the special agent know 
his business? Are the examiners of the 
state better qualified to tell who should 
be an agent than is the company which 
pays for poor, inexpert representation if 
it should follow? Must the clients of 
the office be deprived of the opportunity 
of buying a policy in the big, old estab- 
lished company ? 

The examination system makes no 
provision for initiative, flair, instinct, 
hunch, production, genius, mixing, good 
fellowship, confidence, acquaintance or 
any of those qualities which make a born 
business getter. It makes provisions for 
some things which agents and brokers 
should know, but even these may be car- 
ried to excess. There are some vocations 
and recreations and businesses where 
there are no rule of thumb methods for 
picking masters. “Buck” O’Neill might 
tell why you can’t select football stars 
by chart, diagram and the question and 


answer theory. There is no _ written 
formula for buying real estate in New 
York and there are plenty of million- 
aires in that field who have never read 
a serious book. 

When a man is an expert and when 
he isn’t offers plenty of food for conjec- 
ture. Take the legal profession, for in- 
stance, which has for so many years and 
with distinction, too, been followed by 
Colonel Taggart. A graduate of a uni- 
versity and of a law school, a member 
of a famous law firm’s office, with a 
marvelous record of passing,100% in ex- 
aminations, may have his case reversed 
by a higher court even if he knows 
everything about the law which any one 
person can know. Even the Missouri 
fire insurance rate case was lost with 
Charles E. Hughes making the argu- 
ment in the Supreme Court of the 
United States. The attorneys who were 
successful in this decision may not have 
had such a thorough educational back- 
ground nor nearly so much experience 
in the law as Mr. Hughes and certainly 
not his reputation as Mr. Hughes was 
once a member of the United States 
Supreme Court. 


So you never can tell how such 
things go. 

One thing is certain and that is that 
Colonel Taggart’s intentions are for the 
best. He, feels that often he is being 
misunderstood or misinterpreted. He 
does not want to be a Czar and he really 
thinks he is elevating the morale of the 
Pennsylvania production forces. With 
his issuance of 1,500 licenses a month 
he feels there is no lack of persons to 
see if a resident of that state desires 
insurance. He can’t see that he is wan- 
dering from the right destination in his 
examination requirements, but there is 
a rapidly growing sentiment that such is 
the fact. He has most every quality 
which goes to make up a good commis- 
sioner of insurance, but if he continues 
obdurate about those examinations of 
agents already licensed his good inten- 
tions may fall off his applecart which 
will also be upset. 





SPANKING A BIG RISK IN 
ENGLAND 


Over in England there is occasionally 
resentment if marine insurance risks are 
not placed as the fraternity thinks they 
should be and some spanking may put 
the offender in his proper place. Such 
was the situation in 1926 when first the 
P. & O. (Peninsular & Orient steam- 
ships) Co.’s own insurance fund was re- 
insured in the market, the whole risk 
taken by three companies and two 
Lloyd’s Syndicates. This aroused so 
much feeling that when the participants 
offered the rest of the market their re- 
insurances some difficulty was experi- 
enced in finding a sufficiency of cover. 
The dissatisfaction with the way the 
risk had been placed was general enough 
to have been voiced by E. F. Nicholls at 
the annual meeting of the Institute of 
London Underwriters of which he was 
chairman. Along came the year 1927 
and the P. & O. had a change of heart. 
The risk was offered freely in the mar- 
ket instead of being given to a favored 
few for redistribution. This time there 
was no difficulty in finding the cover 
required. 
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EDWARD T. CAIRNS 


Edward T. Cairns, who is going to the 
Home Office on the Coast as vice- 
president of the Fireman’s Fund Insur- 
ance Co., was guest of honor on Tues- 
day of a luncheon tendered by the of- 
ficers and executive committee of the 
Insurance Society of New York. E. C. 
Lunt, president of the Insurance Society, 
who is making a splendid reputation as 
a chairman, made one of his unusually 
felicitous addresses. His talk follows: 

“As you know, gentlemen, we have 
come together for the pleasing purpose 
of paying our respects to one of our 
associates whom we hold in the highest 
esteem, and who is about to make a 
geographic change of business base. In 
the past these Society luncheons have 
been tendered, for the most part, to dis- 
tinguished guests from overseas. It has 
been my own privilege, for example, 
since I have held this exalted post, to 
extend official welcomes to a number of 
famous underwriters from the British 
Isles. I have had my own troubles on 
such occasions, in trying to keep within 
sober British bounds my Bowery brand 
of oratory, and the effort has severely 
cramped my style. Even so, I presume 
that our good friends from London won- 
dered, while I was holding forth, what 
in the world it was all about, and they 
would have been jolly well pleased, no 
doubt, if there had been present some 
learned linguist who might have trans- 
lated my patter into something intel- 
ligible to them. 

“While we have no regrets over those 
felicitous occasions, I am sure that you 
will all welcome, as I do, this oppor- 
tunity to pay a similar tribute to one of 
our own associates, to a gentleman who 
has already attained a commanding po- 
sition among fire underwriters in the 
eastern part of the country and who is 
certain now to extend his conquests 
throughout the West. He is to leave 
us, as you know, to take a position of 
great importance and responsibility in 
San Francisco. Some of you, I dare say, 
envy Mr. Cairns his new location. Per- 
sonally I could not honestly say that I 
would forego the soft and subtle sym- 
phonies of Coney Island for the loud- 
resounding waves of the Golden Gate. 
Yet, if it should ever be my cruel fate 
to be exiled from little old New York, 
I should surely prefer the Pacific Coast 
to any other place. I like the people 
out there, with their free and easy man- 
ners, their openheartedness, their ob- 
vious and expansive good will to all 
mankind. 

“Only the other day I heard of a huge 
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billboard sign along one of their glorious 
highways that exemplifies their cngag- 
ing qualities. Some of you fire insur- 
ance plutocrats, when next you ¢» that 
way in your limousines (with two chauf- 
feurs) may run across the sign, and if 
you do you will receive this bree:y ad- 
monition from the roadside: ‘This is 
God’s country, little short of Heaven, 
Do not set it on fire, and make it look 
like Hell.’ 

“Our honored guest of the day is go- 
ing there to make his life with all these 
good people, and they will welcome him 
with open arms. We know already, as 
they will know soon, how rich their re- 
ward will be; how much more they will 
receive even than the abundance that 
they will give. We know that his career 
there will be marked, as it ever has been 
here, with unfailing tact and courtesy, 
with genuine kindness, with a fine and 
all-pervading spirit of good fellowship. 
That is why, Mr. Cairns, we have as- 
sembled here today in your honor, and 
that is why we unite in bidding you God- 
speed and in wishing for you the best of 
luck in your new associations.” 

. 


Miss Esther B. Minton, secretary to 
Jesse S. Phillips, and H. P. Stellwagen, 
secretary-treasurer of the National Bu- 
reau of Casualty and Surety Underwrit- 
ers, are to be married in Brooklyn this 
Summer. Miss Minton is the daughter 
of Mrs. Lillian Rankin Stump of Brook- 
lyn. Miss Minton was formerly with 
the National Bureau where she made 
many friends among the insurance ex- 
ecutives. 

ee & 


Benny Friedman. famous football play- 
er who made his reputation playing with 
the University of Michigan, is now with 
the Equitable Life Assurance Society 
as an agent under Herman Moss. 

. ae oF 


Charles W. Higley, president of the 
Hanover Fire, who sailed last week on 
the “Duilio,” will be met at Naples by 
an automobile and will make a tour of 
several European countries. 

ie oe x 


Guy MacLaughlin, manager Franklin 
Life, Houston, Texas, arrived in New 
York this week to attend a National As- 
sociation committee meeting. He came 
by boat. 

* * 


Lawrence H. House, home office cash- 
ier of the Aetna Life in New York City, 
is the subject of a half page sketch with 
his picture in the current issue of “The 
Aetni-Izer.” He dispensed mail at the 
home office in 1910. Since that time his 
progress with the company has_ been 
steady. He was transferred to Hart- 
ford, then to Columbus, Ohio, and in 
1925 to this city. 

‘ * & 


H. E. Crouch, general agent of the 
Northwestern Mutual at Buffalo, is ex- 
pected home early in April after being 
abroad with Mrs. Crouch for several 
months. They have visited several Eu- 
ropean and North African countries. 
They will return directly from aris, 
which is their last stopping place o! the 
tour. 

* ok x 


Harold Ross, editor of the New 
Yorker, wrote an article in a recent 1S- 
sue of that magazine describing his tmp 
through the uncompleted skyscrape: 0! 
the New York Life in Madison Square, 
New York. 

* & 2 


Jacob Wachenheimer, principal owner 
of the Callender & Co, agency at Peoria, 
Ill, is president of the Commercial ‘a- 
tional Bank of that city, the largest [lli- 
nois bank outside of Chicago. 
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Minneapolis Philanthropy 

The Northwestern Fire & Marine last 
year in its statement of expenses in- 
cluded the following: 
Minneapolis Civic and Commerce Ass’n... $100 
Minneapolis Council of Social Agencies... 600 
Red Cross Flood Relief Fund 
Minneapolis Y. W. C. A. Building Fund.. 400 
Minneapolis Good Will League 5 

* * * 


Have American Reinsurance 

In the schedule of reinsurance of one 
of the largest fire companies in America 
the following are some of its treaty com- 
panies: 

Anglo-Scottish General Commercial, 

London 

Anglo-Scottish General, Edinburgh 

Auto Car F. & A., London 

Jeaver, Winnipeg 

British Traders, Hong Kong 

British Crown, Glasgow 

Canadian A. & F., Montreal 

Federated British, London 

London Lloyd's 

North China of Shanghai 

South British of Auckland 

Scottish Auto & General 

Yang Tsze of Shanghai 

* ¢ «&* 
Interpreting Hermann Leonard 

The “Journal of Commerce” of New 
York now regards Newark, N. J., as a 
separate city and not as a suburb. That 
is the interpretation which Thomas C. 
Moffat, prominent Newark agent and 
former president of the National Asso- 
ciation of Insurance Agents places on 
the news notes of the “J. of C.” constant- 
ly being published to the effect that 
So and So of Newark “visited New York 
yesterday.” The two cities are twenty 
minutes apart by tube. 

Recently, Hermann Leonard of the 
“J. of C.” told of the visit here of W. J. 
\cCaffrey, vice-president of the Globe 
Indemnity of Newark. Leonard had him 
wandering almost helplessly about the 
insurance district trying to find his way 
by locating such landmarks as the old 
\stor House oyster bar, Castle Garden 
and P. T, Barnum’s Ann Street Museum 

Natural Wonders. 

“I know my way about New York,” 
suid Mr. McCaffrey to me with empha- 
‘is, “but I am afraid if the ‘Journal of 
(ommerce’ reporters come to Newark 
hey would get lost. I'd like to see Leon- 
rd visit our town, anyway, as his idea 
i Newark probably is that of a village 

msisting of the Robert Treat Hotel, a 
radio station and the Rock of Gibraltar.” 

\nother victim of the “Journal of 
ommerce” traveling news notes is Wil- 
red Kurth, associate United States man- 
ver of the Halifax Fire. In discussing 
iat appointment, Mr. Leonard opined 
hat Mr. Kurth was well groomed for 
he job as he wore spats and owned a 
ionocle. Mr. Kurth’s comment on this 
tem follows: “If Hermann Leonard can 
ualify as a sartorial expert we may 
xpect to see Will Rogers using correct 
rammar and George M. Cohan posing 
‘s a violet of modesty.” 
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Leonard’s Comeback 

Seeing Hermann Leonard on the street 
| asked him why he was playing up 
these tube visitors. 

“Because my news instinct is correct,” 
he countered. “You never know when 
one of those Newark fellows is perform- 
ing a stunt in New York. Take Neal 
Bassett. He dropped into the big town 
on Wednesday morning of last week and 
by noon had just about linked the Met- 
ropolitan Casualty to his chain.” 

+ £ *£ 
Latest H. H. Armstrong British Story 


H. H. Armstrong, vice-president of 
The Travelers, carries about with him a 
kit of British dialect stories which are 
popular with people attending Travelers’ 
conventions. The dialect is pretty good 
for a Hartford raconteur, although the 
Prince of Wales overhearing one of Mr. 
Armstrong’s stories might think The 
Travelers’ executive came from one of 
those stray parts of the British Empire 
the residents of whom he has not met 
lately, such as some one from Belize, 
British Honduras. Anyway, every story 
has a good point. 

The other day Mr. Armstrong was tell- 
ing of an alderman from Leeds he met 
on shipboard. Pretty strong on the 
braggadocio the alderman boasted con- 
siderably of the influential people he 
knew. 

“My friend, Sir Harry, is a K.C.B.E. 
and a V.C.,” he told Mr. Armstrong. 

“If he knows you he must be an H.D., 
too,” commented the insurance man. 

“You have me there, old top,” said the 
alderman; “what’s an ‘H.D,’?” 

“Hot Dog,” replied Armstrong. 

* * x 


Good Racks For Folders May Not 


Sound Important, But They Are 

At the recent Tri-State Congress of 
insurance men in Philadelphia one of 
the large companies had on exhibition a 
rack which contained a large variety of 
interesting booklets and pamphlets. The 
man in charge of the rack said to me: 

“A thing that interests me is the num- 
ber of insurance men who stopped and 
asked if we would tell them where they 
could get such a rack for displaying 
booklets. We have had that rack in 
our office several years and are very 
frequently asked the same question. The 
point is that there seem to be a great 
many agents who would like to have 
such a rack in their offices, but can’t 
scem to get hold of one. 

“This particular rack is 2 ft. 6 in. wide 
and 3 ft. 6 in. high. It is made of sheet 
metal with a heavy corrugated board 
back, and has four rows of racks, each 
of which consists of a metal bottom and 
a thin metal bar which holds the book- 
lets in without hiding the design of the 
covers. Each of the two top rows holds 
eight different kinds of booklets of our 
standard small size, 3% in. by 6% in. 
Each of the two bottom rows holds fcur 
different kinds of our large sized book- 
lets, each 5% in. by 8% in. The depth 


allows us to keep about twelve of each 
booklet behind the rod. At top is a 
panel for the name of the agent or com- 
pany. The thing is so arranged that it 
can be hung flat on the wall of an office, 
the rows not being stepped up. It is 
the best of the kind I have seen, espe- 
cially because of its compactness. 

“Now as a matter of fact, this par- 
ticular rack we have came from the 
Aetna Life. That company had these 
racks made to order for them, and sell 
them to their agencies at cost, which 
is something like $10 or $12. When we 
asked the Aetna about them they were 
so kind as to give us this one. 

“They also gave us the name of the 
manufacturer, to whom we wrote, only 
to find that he was only interested in 
very large orders, and as we _ should 
have needed only a few dozen, it would 
not have paid us to have them made to 
order. They do not carry them in stock 
sizes. 

“To get down to brass tacks, my idea 
is that what the agencies of the vari- 
cus companies need is someone who will 
see this out-of-the-way need, who will 
dope out a good standard size, just flex- 
ible enough to handle slight variations 
in the width of booklets of various com- 
panies, and who will commission this 
manufacturer to make up an order of 
1,000 or so, and then will make it pos- 
sible for the agents to buy them at a 
reasonable price. 

“As for any company doing this job 
for its agents, it would only be some 
company with hundreds and hundreds of 
agencies who would find it worth while 
to have such racks made. 

“If The Eastern Underwriter would 
see such a job through, or get someone 
to see it through, you would undoubtedly 
be doing a genuine service for many 
agents who otherwise are left out of 
luck for racks. I think the Aetna board 
as I have described it would do the trick 
just about right, if you made one varia- 
tion. It is so arranged that there are 
bars on the front rod, going back, divid- 
ing the row into individual booths, one 
for each kind of booklet. This has the 
disadvantage that only a booklet of that 
width will fit in. If these partitions 
were eliminated, the size would be com- 
pletely flexible.” 

a 
All Boys, 5 Americans 

It would seem that business must be 
good for the American of Newark, since 
within the past two weeks five new 
babies have arrived at the homes of 
members of the home office staff. Within 
that period, the stork has visited the 
homes of Vice-President Laurence E. 
Falls, H. G. Guempel, southern New Jer- 
sey field man; S. H. Reiter, northern 
New Jersey field man; and Sylvester 
Borgquist, assistant 


manager of the 
printing department. All boys, by the 
way! 
ae oe 
C. H. Remington and a 12-Year-Old 
Inventor 


An unusual human interest story re- 
volves around the acquaintance which 
Charles H. Remington, now president of 
the American Patent Protection Cor- 
poration, New York, had recently formed 
with Fred T. Roberts, Jr., a twelve-year- 
old inventor in Montclair, N. J., who has 
already been granted six patents. Hav- 
ing learned that the boy had just invent- 
ed a device which makes it possible to 
raisc an auto without putting a jack un- 
der the axle, Mr. Remington sent one of 
his associates to see him and his father 
who is also an inventor of some note. 
The latter has 389 patents to his credit. 

It developed that young Roberts had 
been credited with his first invention at 
the age of ten and can rightfully be 
called one of the youngest inventive ge- 
niuses in ithe United States. When 
asked how he happened to think up the 
idea of his latest, the lad said he thought 
it out while changing a tire (which had 
settled in a mud hole) for his mother. 

For the past few weeks some delight- 
ful letters have been exchanged between 
Mr. Remington and young Roberts, who 


decided to avail himself of the protec- 
tion of Mr. Remington's company. 
Thereupon, the latter wrote him, saying 
in part: 

“I just want to let you know how ap- 
preciative we are for the application re- 
ceived for our protection through your 
Dad and | can assure you that we will 
extend the best we have in the way of 
service on behalf of your undertakings 
in the days to come. 

“It is wonderful to learn of your own 
personal success and | congratulate you 
most heartily on what you have accom- 
plished. At some opportune time I do 
look forward to the pleasure of a visit 
from you at our New York office at any 
time when you and your father are in 
our vicinity. 

+ 24 
A Dramatic Moment 

It is conceded by business men that 
the Federal Reserve Act is the soundest 
currency legislation that this country has 
ever had. Again and again it has shown 
its efficacy in averting panics, and it also 
proved to be the salvation of this coun- 
try and possibly our Allies during the 
late World War. 

Senator Carter Glass, in his recent 
book, “An Adventure in Constructive 
Finance,” tells in an interesting fashion 
how the Federal Reserve Act came to 
be written into the statute books of the 
Federal Government. Mr. Glass shows 
that Woodrow Wilson, and not Colonel 
House, was the real author of the Fed- 
eral Reserve Act as it stands today, de- 
spite the attempts made by Professor 
Seymour of Yale to credit Colonel 
House with the authorship of the bill. 

One of the most dramatic passages in 
Senator Glass’s book is the one which 
describes a conference which took place 
at the White House, some time before 
the passage of the bill, between Presi- 
dent Wilson and leading bankers of the 
country. Mr. Wilson had shown consid- 
erable opposition to having representa- 
tives of private banking interests on 
the Federal Reserve Board and Senator 
Glass himself dissented from this view; 
he believed Mr. Wilson to be wrong. At 
the suggestion of Chairman of the Bank- 
ing Committee Glass, some of the coun- 
try’s most distinguished bankers were in- 
vited to the White House to lay their 
views on the subject of banker represen- 
tation before President Wilson. 

What took place at that memorable 
meeting is graphically described by Sen- 
ator Glass as follows: “President Wil- 
son faced the group across the desk; and 
as these men drove home what seemed 
to me good reason after good reason 
for banker representation on the central 
board, I actually experienced a sense of 
regret that I had a part in subjecting 
Mr. Wilson to such an ordeal. When 
they had ended their arguments Mr. 
Wilson, turning more particularly to 
Forgan and Wade, said quietly: ‘Will 
one of you gentlemen tell me in what 
civilized country of the earth there are 
important government boards of control 
on which private interests are represent- 
ed’ There was painful silence for the 
longest single moment I ever spent; and 
before it was broken Mr. Wilson further 
inquired: ‘Which of you gentlemen 
thinks the railroads should select mem- 
bers of the Interstate Commerce Com- 
mission?’ There could be no convincing 
reply to either question, so the discus- 
sion turned to other points of the cur- 
rency bill; and, notwithstanding a des- 
perate effort was made in the Senate to 
give the banks minority representation 
on the reserve board, the proposition did 


not prevail.” 
s 


Hartford’s Debt to Rum : 

That Hartford owes a debt to rum 1s 
a statement made by Samuel Ludlow, Jr., 
in an article in the Chamber of Com- 
merce Magazine of that city. 

Mr. Ludlow explains that Hartford was 
quite an important point of entry during 
the colonial days, when the greatest part 
of the trade was with the West Indies 


and when rum, sugar and molasses made 
up the largest part of the commodities 
‘ brought back. 











March 30, 1928 














FIRE INSURANCE 











Conn. Dep’t. Praise 
For the Automobile 


SUBSTANTIAL PROGRESS MADE 





Examiners Say Company Is in Sound 
Financial Condition and 1927 Results 
Are Commendable 





Substantial progress has been made 
since the last examination in adjusting 
the affairs of the Automobile of Hart- 
ford, the Connecticut Insurance Depart- 
ment says in a report of the recent ex- 
amination of this company, 
week by Insurance Commissioner How- 
ard P. Dunham. The examination cov- 
ered the period from December 31, 1925, 
to June 30, 1927. 

The department’s investigation shows 
that the company has corrected deficien- 
cies criticized in the report of the last 
examination. The examiners state that 
“Our investigation has shown that the 
company now sets up in its own month- 
ly statements a carefully computed and 
adequate loss reserve. 

“The Chrysler-Palmetto controversy, 
connection with which suit was brought 
against the Automobile, has since been 
settled. Most of the business has now 
run off. The company has continually 
increased its ocean marine loss reserve, 
and we feel confident that the reserve 
carried at present is adequate. The com- 
pany has cancelled its unprofitable 
treaties, and its ocean marine business 
is now restricted to a very small vol- 
ume of direct agency business. We find 
that the unearned premium records are 
now properly kept and that the correct 
reserve is reported. The company has 
carried out its agreement with the de- 
partment to cancel certain unprofitable 
treaties just as soon as_ concellation 
could be effected, and has abandoned its 
overweening ambition for a large vol- 
ume of business. In the case of some 
of the large treaties, very favorable terms 
of cancellation were secured.” 

The examiners state as their conclu- 
sion that “The Automobile is in a sound 
financial condition. Substantial progress 
has been made, since the last examina- 
tion, in adjusting the affairs of the com- 
pany. The underwriting now appears to 
be conservative and the business is con- 
fined almost entirely to the company’s 
regular agency plant. The operations of 
the company for the first six months 
of 1927 have shown commendable re- 
sults.” 


released last 





NO FIRE MARSHAL FOR NEWARK 

The report that the Salvage Corps of 
Newark, controlled by the Newark Pro- 
tective Association, was making an ef- 
fort to obtain a fire marshal for that 
city to look after arson cases and sus- 
picious fires, was denied by the officials 
of the Protective Association this week. 
For sometime such cases have been 
turned over to the police who have been 
doing satisfactory work as far as the 
fire department is concerned. 





FOWLER TO TEACH LAW 

Clarence C. Fowler, special deputy in- 
surance superintendent of New York, 
has joined the faculty of St. John’s Col- 
lege of Law and will conduct undergrad- 
uate and graduate courses in insurance 
law. He will specialize on the subject 
of state regulation and control of com- 
panies. He is recognized as a leading 
authority on insurance law and his pres- 
ence on the law faculty of St. John’s 
College is welcomed in insurance circles. 
Mr. Fowler will still, of course, continue 
to act as head of the Liquidation Bu- 
reau. 


American Fieldmen 
Convene in Newark 


HOLD A. THREE DAY SESSION 


Many Papers Read; Banquet Ends Fes- 
tivities; W. F. Kimball PrYincipal 
Speaker; Novelties at Dinner 





The annual meeting of the eastern, 
southern and New England fieldmen of 
the American of Newark was held at 
the home office on Monday, Tuesday 
and Wednesday of this week. Thirty- 
five representatives were present includ- 
ing William D. Thompson of Toronto, 
manager of the Dominion of Canada dis- 
trict, and F. D. Hess, assistant manager 
of the western department of the com- 
pany at Rockford, III. 

Sessions were held each morning and 
afternoon at which one of the officials of 
the company presided. A number of in- 
teresting papers were read by the field- 
men which covered many problems in 
the field. The convention was brought 
to a close with a banquet held at the 
Newark Athletic Club on Wednesday 
evening, C. Weston Bailey, president of 
the company, acting as toastmaster. 

The speaker of the evening was War- 
ren F. Kimball, director of insurance for 
the National Retail Dry Goods Associa- 
tion. During the evening a vaudeville 
program was rendered by the delegates. 
The printed program represented the old 
style “gallery” piece of paper. The menu 
card was in the form of a dog biscuit 
box with a dog biscuit on the outside, 
the name of the fieldmen’s organization 
being “Kennel Klub.” 

Many interesting novelties were intro- 
duced at the dinner, including rubber ci- 
gars, wood dog cakes, rubber frankfur- 
ters and many other unique souvenirs. 
Another interesting feature of the con- 
vention was the publishing of a map 
which showed the location of all places 
of interest in Newark and at the same 
time acted as a guide for the delegates 
to the home office of the American in 
the event of any of them losing their 
way in the city. 

The convention was brought to a close 
with a few remarks by C. Weston Bailey, 
who spoke on the good work that the 
men had accomplished during the year 
just closed and also spoke on the plans 
that the company had laid out for this 
year. He also spoke briefly upon the 
problems of the fieldmen and how to 
overcome them. 

Among those who attended the con- 
vention were Curtis E. Eagle, Charles M. 
Haid, Fred D. Hess, Frederick W. Dore- 
mum, Russell Harrington, Robert C. 
Bird, H. H. Hirsch, Davis B. Rives, Wil- 
liam D. Welsh, Hommer A. Howell, La- 
fon Riker, Clarence J. Stalliday, Walter 
Plangman, Clint A. Prescott, Preston H. 
Kelsey and Walter H. Bryant. 
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FIRE WASTE CONTEST WINNERS 

Winners in the 1927 National Fire 
Waste contest were announced at a 
meeting of the National Fire Waste 
Council yesterday at the Chamber of 
Commerce of the United States in 
Washington after this issue had gone 
to press. 

For the last six years the Council, 
consisting of representatives from nine- 
teen leading national organizations and 
four governmental bureaus interested in 
fire prevention, has been functioning in 
an advisory capacity to the Insurance 
Department of the National Chamber in 
carrying out its nation wide fire pre- 
vention program. The 1927 contest has 
broken all previous records, Three hun- 
dred and twenty-nine cities submitted 
reports as compared with 303 the pre- 
ceding year. Fire losses in the contest 
cities have shown a greater decrease than 
at any previous time since the begin- 
ning of the competition. 


The  Loubert-Berkowitz Insurance 
Agency of Newark has been incorporated 
with a capital of $125,000. The incor- 
porators include Jacob Loubert and 
Louis N. Goldman of Newark, and Jacob 
S. Berkowitz. 
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CAPITAL : 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS . 
TOTAL ASSETS . 











Statement December 31, 1927 


$1,000,000.00 
1,098,796.26 
196,660.00 

-  1,786,197.15 
- 4,081,653.41 

















AUTO THEFT STATISTICS 





National Theft Bureau Reports 83% of 
Recoveries on 17,279 Cars Stolen; 
Most Chevrolets Taken 


The National Automobile Theft In- 
formation Bureau, Inc., the organization 
formed in 1926 by a group of non-con- 
ference companies to combat automobile 
stealing, reports that in 1927 it estab- 
lished a theft recovery record of 83%. 
Of 17,279 cars reported stolen, 14,513 
were recovered, according to President 
John G. Purdie of the Bureau in his an- 
nual report issued last week. He finds 
that the theft situation has improved 
generally, due to the absence of Ford 
cars, increased activities of state and 
federal authorities and a better under- 
standing by the public of the require- 
ments of insurance policies, 

The Bureau reports encouraging co- 
operation between automobile manulac- 
turers and insurance interests in the mat- 
ter of reducing inherent hazards. The 
more general adoption by states of uni- 
form certificate of title laws has also 
aided in the recovery of stolen cars. 
Types of thieves have changed a lot in 
the last couple of years. Whereas for- 
merely cars were stolen largely to be 
resold, now they are taken by crooks 
for criminal purposes or by joy-riders 
for short trips, and then abandoned. 
The Bureau states that 55% of the car 
recoveries were made within five days 
after these cars had been reported stolen. 

Chevrolets were the popular cars for 
crooks last year. The Bureau figures 
show 8233 stolen and 7,250 recovered 
against 2,639 Ford thefts and 2,128 
Buick thefts. 





WITT SPECIAL AGENT IN VA. 
H. M. Witt is now special agent in 


Virginia for the Alliance of Philadelpiia 


and the Philadelphia F. & M. as well as 
for the North America, following the 


recent resignation of Joseph W. Bryant 
as speciak agent in Virginia for the Al- 
liance and the Philadelphia F. and M. 
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New Aviation Insurance Survey 


(Continued from page 1) 


important and affect rates, and you will 
do well to take this matter up with the 
underwriter before entering into com- 
mitraents. It will cost less to build han- 
ears calling for a low fire rate than to 
build otherwise and pay a high rate. 

“The extent of your repair facilities 
should determine the amount you bear 
as first loss each accident under your 
accidental damage policy, as that amount 
affects very materially the accidental 
damage rate of premium. The layout of 
repair facilities should therefore be con- 
sidcred and decided upon in conjunction 
with the matter of insurance when first 
framing the financial structure of your 
enterprise and before the outlay of capi- 
tal upon repair shops, etc. In many 
other ways the consideration of insur- 
ance will help to guide you when deter- 
mining how your capital can be used to 
best advantage.” 

Text of Questionnaire 


As the questionnaire represents the 
latest development of American aviation 
insurance in the interests of true and 
accurate underwriting it is given here- 
with in full as follows: 


1. (a) Types of aircraft and engines (state 
H. P.) and dates of construction, 

(b) Capacity of gasoline and oil tanks. 

(c) Weight and nature of useful load to be 
carried each type. 

(d) All the uses to which the aircraft will 
be put, and the extent of each different 
use; maximum length of non-stop flights 
in re each different use; geographical 
limits of flights in re each different use; 
details of night flying to be done in re 
each separatq use. 

2. Particulars and j\ecise positions of all navi- 

gational instrumetts_ installed on_ aircraft. 

State when inspected and qualifications of 
inspector. 
A sketch to scale or aerial photograph show- 
ing the precise location, size and shape of 
your base airport, the nature and position 
of all obstacles upon and adjacent to it, such 
as buildings, public enclosures, electric light 
and telephone wires, pylons (turning points), 
trees, ditches, fences, rough ground, etc., the 
nature of country adjacent to the airport 
with particular regard to cultivated and/or 
built over areas and ground suitable for the 
safe alighting of aircraft. 

(a) The number of aircraft using your air- 
port and the nature of the flying done 
by each user. Name the regular users. 

(b) Copies of any contracts between the 
Airport Owners and/or Airport Opera- 
tors and the Users together with copy 
of any release it is warranted every 
regular User of the Airport will sign. 

Public Air Meets 

. (a) Program of events. 

(b) The number and kind of aircraft par- 
ticipating in the meeting and by whom 
operated. 

(c) Qualifications of pilots. 

(d) The name and qualifications of the per- 
son in charge of flying operations. 
(e) The name and status of the person who 
will control the public together with in- 
formation as to the force of men he 

_ will command and their status. 

(f) Copies of any contracts upon which lia- 
bility is predicated together with copy 
of release, if any, which it is warranted 
will be signed by those participating in 

_ the meeting. 

Number, size and construction of your han- 
gars and all uses to which they are put; 
distance from other adjacent buildings; 
construction of and uses of other adja- 
cent buildings; particulars in re both 
your hangars and adjacent buildings of 
hre protection and safeguards, use of 
fires, open lights, torches, blow lamps, 
etc., and whether a watchman at all 
times. 

. Precise geographical situation of airway; 

information re airdromes and _ alighting 
rounds as called for in Section 2 above. 

ill details re night lighting equipment on 

‘) aircraft, (b) airdromes, and (c) airway, 

d how far lighting equipment of airdromes 

nd airway is maintained in constant opera- 

ion, 

‘articulars of fire extinguishing apparatus 

‘ustalled on aircraft. 

escribe all the methods you employ or 

‘y employ to warm up engines in cold 

ather and rules if any governing same. 

Histories of Pilots 


‘ames, qualifications and records of all per- 

cunel, including particularly the following. 
‘te the nature of the evidence upon which 
h information is founded: 

) Manager of flying operations. State 
night bying operational experience sep- 

arately. 

Pilots. _ Include information re age, 

race, license, nature of flying done, 

hours flown each type of aircraft, date 

of last flight, hours flown during three 

months prior to last flight, every acci- 
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dent sustained in the past and involv- 
ing damage of over $500 to aircraft 
piloted and reason therefor; also expe- 
rience and record as Pilot-instructor and 
qualifications and experience in respect 
to navigation, meteorology and _ radio 
operations. State night flying qualifi- 
cations, experience and record sep 
arately. 

(c) Business Manager. 

(d) Executives responsible for maintenance 
and repairs. 

(e) Mechanics. 

12. Full description of maintenance and repair 
facilities, including space available for such 
purposes, personnel available, tools, stock of 
materials carried, spare parts, spare engines, 
and reserve aircraft. 

13. Information as to just what overhaul and 
repair jobs can be done without affecting 
materially overhead expenses and usual pay- 
roll. State as far as possible the nature of 
such overhaul and repair jobs and also ap- 
proximate costs thereof if placed with oth- 
ers to execute. 

14. (a) Where will those repairs and/or over- 
hauls be made which you do not propose to 
undertake yourself? (b) What arrangements 
or contracts have you made in respect to 
standards of perfection and costs of repairs 
and/or overhauls when made by others? 

. Information as to rules for controlling and 
checking the following items. Forward sam- 
ples of printed forms to be used in this 
connection : 

(a) Flying operations 
(b) Cargo 

(c) The Public 

(d) Inspection 

(e) Maintenance 

(f) Overhauls 

(g) Repairs 

(h) Instructors 

(i) Pupils 

(j) Passengers 

16. State schedule of pilots’ flying hours and 
days of rest. 

Information on Contracts 

17. Information as to all contracts, and also 
warranties given and/or taken, particularly 
in respect to:— 

(a) Physical strength, condition and _per- 
formances of aircraft. 

(b) Flight test and inspection thereof re air- 
craft ordered (a) for delivery by you, 
and (b) for delivery to you. 

(c) Tenancy of hangars. 

(d) Use of airdrome. 

(e) Passengers. 

(f) Cargo. 

(g) Employes. 

(h) Flying services rendered for payment. 
18. Period of year covered by your operations. 
19. Period of year during which most of your 

flying operations will be concentrated. 

20. How far have the following been licensed 
and proved successful in operation? State 
make and type in respect to each item. 

(a) Aircraft with engine installed. 

(b) Body of aircraft. 

(c) Engine. 

(d) Aircraft when fitted with wheels only. 

(e) Aircraft when fitted with pontoons only. 
(Name make of pontoons.) 

({)) Aircraft when fitted with skis only. 

(g) Aircraft when fitted with combination 
of wheels and/or pontoons and /or skis. 

(h) Aircraft when constructed or equipped 
as an amphibian. 

. If operating over water (a) state nature of 
salvage facilities available at all times, and 
(b) specify smoke and/or other signalling 
apparatus carried, and equipment for pro- 
tecting and/or saving cargo and persons. 

22. Full information re meteorological service. 

23. Full information re radio sending and _ re- 
ceiving facilities, and sources of radio power 
on aircraft. 


_ 
un 





N. B. & M. BOSTON AGENT 

The North British & Mercantile is 
reported to have appointed the William 
A. Hamilton Co, of Boston as agent 
for Boston and the metropolitan area, 
giving up the branch office arrangement 
with Kimball, Gilman & Co. The latter 
office, however, will continue to operate 
the Pennsylvania Fire as a branch of- 
fice. The Hamilton agency already rep- 
iesents the Orient, Buffalo, Merchants 
of Rhode Island, Phoenix Underwriters, 
English American Underwriters and the 
Ocean Accident & Guarantee. 





JOINS NATIONAL LIBERTY 

Walter J. Dayton, formerly agency su- 
perintendent of the automobile depart- 
ment of the National Union Fire in New 
England, will join the National Liberty 
at its home office in New York on April 
1 as agency superintendent of the auto- 
mobile and inland marine departments. 
He will assist Harry A. Grant, director 
of the department. Mr. Dayton has had 
a number of years’ experience in automo- 
bile insurance in New England. He has 
also been a vice-president of the Insur- 
ance Federation of Massachusetts. 
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THREE GREAT COMPANIES 
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Gov. Moore Vetoes 
N. J. Commission Bill 


RETURNED TO _ LEGISLATURE 





Difficulty Expected in Securing Re-pas- 
sage; Governor Finds Expenses Are 
Not Uniform 
Governor A. Harry Moore of New Jer- 
sey on Monday vetoed the Ramsey Act 
amendment to provide for uniform fire 
insurance commissions in the state. Fol- 
lowing this act of the governor the bill 
was sent back to the legislature where 
a hot fight upon its passage was pre- 
dicted for yesterday attcr this issue had 
vone to press. Its re-passage by the 
Senate, where it had gone through be- 
fore by a vote of 18 to 3, was assured. 
In his veto message Governor Moore 
said he did not believe in a measure that 
would by law fix salaries and said he 
thought it was not fair to agents in Hud- 
son and Essex counties where expenses 
of operation are greater than in the so- 

called ordinary territory. 

Governor Moore’s action came as a 
surprise to the local agents in the cigh- 
teen counties who have been fighting 
strenuously to compel uniform commis- 
sicns by law. They, however, expect to 
override his veto in the lower house by 
a small margin. It was known that the 
New Jersey fire insurance company ex- 
ecutives were unanimously opposed to 
the bill and their arguments, together 
with those of the agents in Hudson,/Es- 
sex and Camden counties, quite evidently 
carried weight with Governor Moore. 

His full veto message follows: 

Text of Moore’s Message 

“T return without my approval Senate 
bill 98 for these reasons: The purpose 
of this measure is to make uniform all 
commissions paid to agents who write 
fire insurance business ‘in the state. 

“If the bill becomes a law it will place 
upon a parity the agent who has to 
operate in the more populated and set- 
tled sections of the state, where necessa- 
rily the expense of accepting his busi- 
»ness is greater than the agent who ac- 
cepts his business in the suburban sec- 
tions, where rents are cheaper, clerical 
hire less and the greater cost of main- 
taining his business lower. 

“I fear, if a law, the bill would reduce 
commissions in Hudson, Essex and Cam- 
den counties without any compensation 
or resulting benefit to the public. 

“There is some danger, in my judg- 
ment, that the enactment of this meas- 
ure would result finally in the increasing 
of fire insurance rates; then, too, and 
probably of greater importance, is the 
fact that the fixing of a standard of 
compensation in one line of business 
would be establishing a free precedent to 
which those in other fields of endeavor 
would be quick to take advantage.” 

In the event that the New Jersey legis- 
lature passes the bill over the governor’s 
veto and the courts should sustain its 
constitutionality the question of uniform- 
ity would probably be circumvented by 
fire companies operating under group 
management by different units in the 
group paying different, though uniform, 
commissions. In this way one company 
could operate almost entirely in the ex- 
cepted cities, paying what those agents 
consider reasonable, and the other com- 
panies could take their business from 
the ordinary counties, paying lower rates 
of commissions to those agents. 





HONOR ALDEN C. NOBLE 

Alden C. Noble, president of the Mer- 
chants Fire, on Tuesday completed fif- 
teen years with the organization and his 
associates recognized the occasion with 
gifts and floral decorations at his office. 
Last week he was given a luncheon by 
his fellow officers at the Down Town 
Association. Previous to his connection 
with the Merchants Mr. Noble was for 
several years with the America Fore 
Group. 


EAST BRONX RATES CUT 





Apartment Houses in Bronx, Queens and 
Richmond to Have Rate Benefits 
of N. Y. Insurance Exchange 

Greater New York, for fire insurance 
rating purposes, is partly under the jur- 
isdiction of the New York City Divi- 
sion of the New York Fire Insurance 
Rating Organization and partly under 
the jurisdiction of the Suburban Divi- 
sion of the ‘Rating Organization. The 
methods of rating adopted by the New 
York City Division (New York Fire In- 
surance Exchange) differ radically from 
those adopted by the Suburban Division, 
with the result that in the suburban sec- 
tions of Greater New York which have 
become built up, a situation has devel- 
oped whereby property under the full 
protection of the fire and water depart- 
ments of New York City have been rated 
considerably higher than similar proper- 
ty located under the jurisdiction of the 
New York Exchange. 

In order to correct this situation, the 
Suburban Division has filed with the 
New York Insurance Department revised 
minimums and_ schedules for rating 
apartment house risks in East Bronx, 
Queens and Richmond counties, such 
rates and schedules being made effective 
as of January 1, 1928. As a result of 
this action, the apartment house dwell- 
ings which have been erected in what 
were formerly the suburban sections will 
receive precisely the same rates which 
similar properties are receiving in Man- 
hattan and West Bronx. 





SVEA AND HUDSON CHANGE 

The Svea and Hudson have appointed 
Howard B. White as special agent in 
western Pennsylvania, with headquarters 
in Pittsburgh. Special Agent Warren F. 
Elliott is being transferred to eastern 
Pennsylvania and State Agent W. S. 
Bachman will supervise the central part 
of the state from Wilkes-Barre. 
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WALES-ROGERS BILL SIGNED 


Considerable elation was shown by 
New York City brokers’ associations on 
Wednesday when it was learned that 
Governor Smith had signed the Wales- 
Rogers bill, compelling applicants for 
brokers’ licenses to submit to a written 
examination to determine their qualifi- 
cations. This bill carries an appropria- 
tion of $25,000. 





EMPIRE STATE POND MEETING 
The annual meeting, election of offi- 
cers, installation and dinner of the Em- 
pire State Pond of the Blue Goose will 
be held on Monday evening, April 9, at 
6:30 o’clock at the Elks’ club house in 
Syracuse, N. Y. At this meeting ar- 
rangements will be made for the Grand 
Nest meeting to be held in Montreal in 
August. John A. Jordan is Most Loyal 
Gander of the Empire State Pond. 
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Trust CERTIFICATES. 


Sept. 7, 1927 22.25 
Oct. 1, 1927 23.50 
Nov. 1, 1927 23.75 
Dec. 1, 1927 24.121%4 
Dec. 5, 1927 24.50 


67 Wall Street, New York 
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INSURANSHARES 
| - Advance 


INSURANSHARES TRUST CERTIFICATES advance in price 
as the Common Stocks of the strong insurance com- 6) 
panies and banks, which underlie them, advance. 


At present, stocks of fifty-seven insurance companies ; 

and banks are on deposit with The Farmers’ Loan & 
© Trust Company of New York, as Trustee, and 4 
against them InsuRANSHARES Trust CERTIFICATES 4 
4 have been issued. d 
) 


Since April, 1927, among the fifty-seven companies 
0 whose stocks are on deposit with the Trustee, there 
have been 44 favorable developments, including in- 
creases of dividend rates, stock dividends, extra divi- 
dends or sukscription rights. 


These favorable developments, together with other 
reasons for increase in market value of the under- 
lying insurance stocks, have been reflected in the 
C steadily advancing offering price of INSURANSHARES 
Below is a record of the offer- 
ing price of the last Series, H-27. 


Send for circular explaining the advantages 
of this sound and profitable investment. 


INSURANSHARES CORPORATION 


:: Tel. Whitehall 9082 


1 | MhanD 1Q QS 





- 
Dec. 19, 1927 25.37%4 A 
Dec. 28, 1927 26.37% p 
Jan. 5, 1928 26.62% ) 
Jan. 12, 1928 26.75 
Jan. 19, 1928 27.00 HA 




















REPUBLIC TO EXPAND 





Will Increase Cash Capital to $500,000 
to Absorb More Business Under 
Corroon & Reynolds 
Stockholders of the Republic Fire oj 
Pittsburgh, now under the management 
of Corroon & Reynolds, Inc., of New 
York, will vote today on the proposi- 
tion of increasing the paid-up capital 
from $300,000 to $500,000 and to change 
the authorized capital from 20,000 shares 
of $50 par value to 100,000 shares of 
$10 par value. With the carrying out of 
these plans the Republic will have a cash 
capital of $500,000 reserve for liabilities 
of $750,000, surplus to policyholders oi 
$1,250,000 and total assets of about 
$2,000,000. It is believed that the pres- 
ent dividends of $2 on the $10 par value 

will be continued. 

The Republic Fire has been in business 
since 1871 and under the _ progressive 
management of Corroon & Reynolds it 
will expand its finances in order to take 
care of an increased amount of busi- 
ness which will be well diversified and 
of excellent quality. N. A. Weed, presi- 
dent of the Republic, will continue in 
that capacity and the company will keep 
its headquarters in Pittsburgh. 





PUBLIC FIRE PROGRESS 
It is reported unofficially that the Pub- 
lic Fire of Newark, the new company 
being formed with $1,000,000 capital and 
$4,000,000 surplus, will begin operations 
May 1. The stock has all been sub- 
scribed for and will be paid by April 10 
There will be no public offering of stock 
Sixteen directors are said to have been 
elected, including officers of banks and 
industrial corporations. Six of the off- 
cers likewise have been chosen, although 
their names have not been made pub- 
lic. The company will operate in accord 
with the American agency system ani 

will not disturb the rate situation. 





GLENS FALLS ON THE AIR 


The Interscholastic Invitation Tourna- 
ment to decide the Eastern Basketball 
Championship will be held this year a 
Glens Falls on the evening of March JI 
The court of the junior high school has 
been selected for the play-offs. The cot- 
testants, survivors of intense state and 
sectional competition, will represent the 
best high school teams in this part o! 
the country. Through the courtesy ©! 
the Glens Falls, Commerce and lens 
Falls Indemnity the games will be )road- 
cast over Station WGY with Graha 
MacNamee announcing. 





SMITH SIGNS TWO BILLS 


Governor Smith has signed the Wales 
bill amending the insurance law o: New 
York State in relation to taxation of for 
eign corporations and foreign in-urets 
He also signed the Whitley bill in rel 
tion to payment of tax by agents © 
foreign fire insurance corporations ! 
fire departments. 
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Gough Answers Beha 
On Firemen’s Finances 


WANTS CHARGES WITHDRAWN 





N. J. Commissioner Says Firemen’s As- 
sets Are Sound and That New 
York Attack Is Unjustified 





\cting Insurance Commissioner C. A. 
Gough of New Jersey on Monday made 
public a strong reply to the critical com- 
ments on the financial structure of the 
Firemen’s of Newark voiced last week 
by Insurance Superintendent James A. 
Beha of New York and called upon Mr. 
3-ha to make a withdrawal of his “in- 
correct and harmful statement made 
with apparent animus about an honora- 
ble and splendid New Jersey insurance 
company.” 

lr. Gough denied that there was any 
inherent weakness in the finances of the 
Firemen’s through the ownership of 
stock of subsidiaries and challenged the 
right of the New York department head 
to say what policies companies domi- 
ciled in other states should follow. Mr. 
Gough also claimed that the Firemen’s 
was not the only company to own large 
amounts of subsidiary company stocks, 
saying that the leading American and 
British companies have followed the 
same practice for over fifty years. In 
the end, the question was whether the 
Firemen’s assets were unsound and Mr. 
Gough contends that they are worth all 
that they are claimed to be. 

“In all of the years prior to 1921,” said 
Mr. Gough, “during which fire compa- 
nies of states other than New York and 
of countries other than the United States 
followed successfully the practise now 
condemned by you of owning the stocks 
of other companies and during which 
a New York company could not under 
its law own stocks in any insurance com- 
pany, the previous able superintendents 
of insurance of New York contented 
themselves in their annual reports with 
a simple foot note statement to the ef- 
fect that a New York company could not 
so invest, 

Practise Since 1916 


“It is hardly conceivable that in all 
those years gone by there has been no 
insurance superintendent of New York 
wise enough to discover the great danger 
which you now profess to see. In fact, 
the company you have so unjustly at- 
tacked itself followed this practise from 
the commencement of the year 1916 
without adverse criticism or unpleasant 
comment from any of your predecessors, 
so far as I know and believe. 

“Heretofore, you have contended that 
this investment by the Firemen’s and 
other companies foreign to New York 
was subject to the New York law and 
have attempted to apply it accordingly, 
but to this I have repeatedly taken ex- 
ception on the ground that the New 
York law with respect to investment in 
stocks of other companies specifically 
applied to domestic (New York) com- 
panies and not to outside companies. 

“That you have concealed or left out 
this vital fact leaves the inescapable con- 
clusion that you did so advertently and 
for the purpose of deception. Appar- 
ently it was your object, at least in part, 
to give you some semblance of excuse 
for attempting to assume power over the 
Insurance Department and _ insurance 
companies of another state. You have 
no such power so far as the State of 
New Jersey is concerned, and we ven- 
ure to say we do not believe such power 
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will be granted to you by the laws or =— 
the insurance departments of other 
states. 


“That you have apparently attempted 
to assume the legislative powers and 
functions of the state of New York and 
have read into the laws of New York 
something the Legislature of the state 
left out of its laws is, in so far as the 
state of New York is ‘concerned, a mat- 
ter between its Legislature and high ex- 
ecutive officers on one part and you on 


the other. As between you and the 
state of New Jersey and its corpora- 
tions, and, we believe, other states, a 


different situation exists, and I hope and 
ask that you will so understand and act.” 





BEHA ON FIREMEN’S ASSETS 





Superintendent Complains of Amount of 
Subsidiary Companies’ Stocks Cred- 
ited to Company’s Assets 
The question of the financial structure 
of the Firemen’s of Newark was again 
the subject of critical comment by In- 
surance Superintendent James A. Beha 
of New York in a statement issued last 
week. The superintendent contends that 
the Firemen’s is carrying among its as- 
sets too great a proportion of the secur- 
ities of subsidiary fire companies, 
through an intermediary holding com- 
pany, and that the whole condition of 
pyramiding is something which the New 
Jersey Insurance Department should 
seek to rectify. It is pointed out that 
there exists duplication of assets among 


the companies of the group to the 
amount of over $12,364,000. ; 
“Recently the statement of the Fire- 


men’s for 1927 was filed with the De- 
partment,” writes Superintendent Beha. 
“Since then there has again appeared the 
combined statement of the said company 
and its associated companies. The same 
condition which was complained of as to 
total of assets again appears, and the 
statement shows that the Firemen’s car- 
ries insurance stocks of its subsidiaries 
through the New Jersey Investment Co. 
in the amount of $12,364,184. The total 
assets statement therefore again con- 








NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 
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Represented 





A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 


H. A. Smith, President 
C. B. Roulet, Secretary 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 


F. D. sagt, Vice-President S. 
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V. I. G. Petersen (Marine) 


1928 
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44,075,693.07 
18,525,817.16 


T. Maxwell, V.-Pres. & Sec’y 
M. Anderson, Secretary 
F. B. Seymour, Treasurer 


H. B. Collamore 

















tains a pyramiding of assets in the sum 
of $12,364,184, which again does not add 
to the security of its policyholders. 

“It has also come to the attention of 
this Department that said company has 
voted to increase its capital out of its 
surplus from $7,500,000 to $9,000,000, thus 
reducing its surplus from $13,040,857 to 
$11,540,857. You are familiar with the 
law of this state as to insurance com- 
panies owning stocks of other insurance 
companies, limiting said investment of 
said insurance stocks by insurance com- 
panies to only 50% of their surplus. Ap- 
plying the credit for insurance stocks al- 
lowed under this law, therefore, the $12,- 
364,184 insurance stockholding by this 
company would wipe out its surplus and 
impair its capital in the sum of $823,326.” 


TAGGART ON FIRE COMPANIES 

Replying to stories current in New 
York City that the Pennsylvania Insur- 
ance Department was not favoring the 
admittance of additional non-Pennsyl- 
vania fire companies Insurance Commis- 
sioner M. H. Taggart says that he ques- 
tions if the time will ever come when 
Pennsylvania or any other state will ar- 
bitrarily say that it will not admit any 
additional companies. However, each 
state should try to familiarize itself with 
its needs and be guided in its discre- 
tion by what it finds as a result of this 
study Commissioner Taggart contends. 











Sturm Expects Higher 
Loss Ratio For 1928 


1927 BEST IN SEVERAL YEARS 





Continental Chairman of Board Analyzes 
Underwriting Experience of 
200 Fire Companies 





During the last eight years for which 
figures are —— the 
dollar of the 


underwriting 
insurance 
United 


stock fire 
companies doing ‘asian in the 
States, has been insufficient to cover 
losses paid to the public, general ex- 
penses of operation and taxes, by more 
than one hundred million dollars. These 
facts have been made public by Ernest 
Sturm, chairman of the board of the Con- 
tinental, following an examination by the 
corporation’s statistical department of 
the business done by a group of about 
200 leading stock fire insurance compa- 
nies. 

“In the eight year period from 1919 to 
1926,” said Mr. Sturm, in commenting 
upon the figures, “these fire insurance 
companies had only one year, 1919, that 
showed an underwriting profit; all the 
other years were productive of deficits 
for the business as a whole, because of 
high losses, expenses, and taxes. 

“The results of 1927 have not yet been 
brought together so as to make possible 
a further comparison, but it is known 
that the year was more successful than 
any other since 1919. Thus far in 1928, 
however, losses have displayed a con- 
siderable increase over the same period 
of last year, and as a consequence the 
immediate outlook is for a higher loss 
rate this year. 

“Premiums earned during the eight 
year period reached the enormous sum 
of more than four billion dollars, yet 
despite the fact that no great confla- 
grations occurred, loss payments to pol- 
icyholders from the day-to-day toll of 
fire amounted to 56.3% of the whole, and 
commissions, overhead expenses and 
taxes, to nearly two billions, or 46.5% 
with the result that there was a net 
deficit of $118,856,000, or 2.8% for the 
period. 

“In other words, from every fire in- 
surance dollar earned by underwriting 
operations, 56.3 cents went to the pub- 
lic for losses sustained, and 46.5 cents 
were subtracted to meet the expenses of 
carrying on the business. Like other 
enterprises, fire insurance has to be ob- 
tained at a price in the shape of com- 
pensation to its selling agents and other 
employes, and has also to pay the nu- 
merous and peculiar taxes to which it is 
subjected by states, cities, districts and 
towns—all of which are in addition to 
the losses by burning that have to be 
met.” 
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Page 24 AS a ae UNDERWRITER a March 30, 1928 
|) 
111 William Street, New York 
January Ist, 1927 
ASSETS LIABILITIES 
Bonds and Mortgages.- $149,425.00 | ee ee $3,500,000.00 
U.S. Liberty Bonds..-- 518,200.00 I oie errrrncce 25,610,575.98 
Government, City, Rail- Reinsurance Reserve_. 21,162,599.90 
road and other Bonds Losses in Course of Ad- 
and Stocks ......... 59,564,972.90 justment ........... 8,362,821.00 
Cash in Banks and Of- Commissions and other 
ROG ccmnoncnacosanna 2,484,964.77 DS ee ee 7,100,000.00 
Premiums in Course of Reserve for Taxes--_--_- 1,005,000.00 
ee 8,827,461.77 Reserve for Deprecia- 
Interest Accrued _._--- 111,020.32 ee ere ne 5,000,000.00 
Reinsurance Recover- 
able on Paid Losses.. 184,952.12 $71,740,996.88 
$71,740,996.88 
Surplus to Policy Holders - $29,110,575.98 
Progress since Consolidation in 1899 
ASSETS RESERVE SURPLUS 
Dec. 31, 1899 $529,282.59 $28,832.54 $2,028.94 
Dec. 31, 1910 5,255,362.12 1,936,224.86 2,365,363.37 
Dec. 31, 1920 42,765,374.55 16,593,764.16 11,361,311.89 
Dec. 31, 1925 67,922,096.58 20,265,572.73 24,161,943.85 
Dec. 31, 1926 71,740,996.88 21,162,599.90 25,610,575.98 
E. C. JAMESON, President W. L. LINDSAY, Secretary 
LYMAN CANDEE, Vice President A. H. WITTHOHN, Secretary 
W. H. PAULISON, Vice President A. G. CASSIN, Assistant Secretary 
J. H. MULVEHILL, Vice President and Secretary J. L. HAHN, Assistant Secretary 
J. D. LESTER, Vice President M. J. VOLKMANN, Local Secretary 
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My Idea Of Public Relations ; 


In Southern Territory 





By GLENN D. 


Editor “Insurannce Magazine, 


\When a lone warrior of a local agent, 
like Lyle Stephenson, of Kansas City, 
spends $15,000 of his own money each 
year in newspaper space it very natur- 
ally follows that he is going to preach 
public relations to the company officials 
and it also follows thatche is going to 
preach newspaper space as the means. 
Perhaps that is one reason that com- 
pai officials can see little in the sug- 
gestion then, ‘just another way to spend 
the company’s money.” True, a news- 
paper campaign would doubtless have 





GLENN D. MATHEWS 


to be the keystone of the program; but 
even a keystone is not an arch. And 
calling it one only serves to confuse the 
listener as to the real shape of the pro- 
posal or suggestion. 

It is significant that a newspaper man 
himself has sketched in some of the 
other essential blocks in the structure. 
In Chicago, last October, A. D. Albert, 
editor of the “Evanston News-Index” 
pointed out that the issue, or apparent 
issue, was not, “Shall we spend a lot 
of money on co-operative newspaper ad- 
vertising?” The issue is, “Whether we 
shall at this time undertake to make 
the public understand insurance, and do 
so through the modern methods at our 
disposal ?” 

Spreading Insurance Information 
A mere list of the modern methods 


MATHEWS 
’ Kansas City 


is suggestive enough to increase one’s 
perspective many times: ee 
1—Arrange to have the principles of 
insurance taught in our schools. 
2—Make use of the prize essay contest 
among students to increase interest. 
3—Make use of the cinema and reach 
the millions at the movie houses. 
4—Reach the thousands of key men 
assembled at luncheon clubs every weck. 
5—See that the “news editor” is in- 
formed about insurance. ; 
6—Conduct an effective campaign of 
paid advertising. ; 

While an effective use of the first five 
might not necessarily involve a large ap- 
propriation directly they would have to 
(1) have the power represented in the 
sixth point and (2) they would have to 
have concerted effort to really do the 
ob. 

The Fire Underwriter’s Association 
conducts a publicity campaign to edu- 
cate editors. The Phoenix Mutual Life 
produces a movie film. Charles E. Dew- 
ey paints a real picture of life insurance 
to his Rotary Club at Jefferson City, 
Mo. Another company conducts an in- 
formal essay contest among its own pol- 
icyholders. And Pennsylvania supports 
a life insurance school. But no agent 
and no company can undertake, single- 
handed, the job of making the public 
understand insurance. 

Significance 

Andre Siegfried in his recent analysis, 
“America Comes of Age,” points out the 
fact that the significant things in Am- 
erica today are not our political parties 
and our church denominations—but the 
real influences are represented in our 
gigantic organizations for propaganda 
—and that the American public is so 
plastic that the shapes into which 
some of these organizations whip pub- 
lic opinion is ridiculous and astound- 
ing. The experience of every man who 
observes and thinks bears out Sieg- 
fried’s conclusion. Certainly now is the 
time to imprint upon the susceptible 
mass Public Opinion the true impression 
of insurance so that. on the one hand, 
acquisition cost may not have to in- 
clude the expense of individual word-of- 
mouth education on every line and phase 
of insurance and so that, on the other 
hand, political demagogues may not be 
able to capitalize misconceptions with 
compulsory insurance, ill-advised rate re- 
ductions, etc. 

Finally, companies, and agents too, are 
overlooking one main spring of human 
action which ought to be giving a tre- 
dendous impetus to the buying of in- 
surance. That is the pride of a policy- 
holder in having adequate and intelli- 
gent protection. Americans like to be 
proud of what they buy—and boast of 
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their purchases. Let them. Help them. 
The masthead of the “Insurance Maga- 
zine,’ Kansas City, carries the slogan, 
“Sell more insurance by making every 
policyholder proud of his protection!” 

I offer no bright and highly polished 
plan for accomplishing this. But I do 
know that when the time comes that a 
man who is adequately insured can be 
distinguished from a man who is under- 
insured that the business of insurance 
will receive its greatest single impetus. 

N. F. P. A. RECOMMENDATIONS 

The National Fire Protection Asso- 
ciation will consider at its 1928 annual 
meeting in Atlantic City proposals for 
increasing the dues of members from 
$10 to $15 a year and providing for new 
classes of members who contribute $25 
or more each year to carry on the As- 
sociation’s work. Increased revenue is 
essential to carry on a full program ac- 
cording to President Dana Pierce. It is 
also proposed to change the Quarterly 
into a monthly publication as soon after 
midsummer as possible. 








| Stock Increases 











The Alfred M. Best Co. has prepared 
the following chart giving increases of 
capital stock during 1927 of fire and ma- 
rine companies: 


Capital Increased 
Name of Company From To 

Agricultural, Watertown. ..$1,000,000 $2,000,000 
Ajax Fire, Newark....... 100,000 200,000 
American Equitable, N. Y. 0,000 1,000,000 
Connecticut Fire, Hartford 1,000,000 2,000,000 
Continental of New York.10,000,000 15,000,000 
Eagle Fire, Newark...... 750,000 1,000,000 
Federal, Jersey City, N. J. 1,000,000 1,500,000 
Firemen’s, Newark ...... 5,000,000 7,500,000 
Gen. Exchange Ins. Corp.. 500,000 1,000,000 
Glens Falls, Glens Falls.. 2,500,000 4,000,000 
Great American, N. Y....12,500,000 15,000,000 
Guardian Fire, New York 500,000 1,000,000 
Guaranty Fire, Providence 400,000 750,000 
Gulf Ins. Co., Dallas..... 750,000 1,000,000 
Hamilton Fire, New York 200,004 1,000,000 
Hanover Fire, New York 1,500,000 2,000,000 
Homestead Fire, Baltimore 250,000 500,000 
Independence, Philadelphia 310,000 500,000 
Knickerbocker, New York 500,000 800,000 
Lincoln Fire, New York.. 600,000 800,000 
Maryland, Baltimore ..... 500,000 750,000 
Mercury, St. Paul... ...... 500,000 600,000 
National Guaranty, Newark 416,000 475,000 
National Liberty, N. Y... 1,500,000 2,000,000 
National Union, Pittsburgh 3,500,000 4,000,000 
New Brunswick, N. Bruns- 

WIGHT Ne Ve ccs occicenes 300,000 1,000,000 
New England Fire, Pitt» 

OMEN cet oud. euasgad ° 66aaedes 
Nevada Fire, Reno, Nev. 250,000 400,000 
Northwestern Natl. ...... 1,500,000 2,000,000 
Old Dominion, Roanoke.. 500,000 800,000 
Queen Ins. Co. of America 3,000,000 5,000,000 
Republic Auto Ins. Co., 

GENE cS arcdtans ageaues 200,000 300,000 
Republic Ins. Co., Dallas. 1,000,000 2,000,000 
Rossia Ins. Co. of Amer- 

ica, Wastlotd <0 cccsccs 1,600,000 2,000,000 
Security Fire, Davenport.. 300,000 500,000 
Southern Home, Charleston 500,000 750,000 
Springfield Fire & Marine, 

Springfield, Mass. ..... 3,500,000 4,500,000 
Travelers Fire, Hartford.. 1,500,000 2,000,000 
Trinity Fire, Dallas....... 650,000 750,000 
Universal Automobile Ins. 

Cr Se)” ||” eee 200,000 700,000 
Universal, Newark, N. J.. 400,000 1,250,000 
Washington Assurance Cor- 

poration, New York.... 200,000 500,000 
William Penn, Philadelphia 100,000 175,000 
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FIRE INSURANCE COMPANY 


Gunes , 


bk ry 





since 1852 


Charles W. Higley, President 
HOME OFFICE 


Hanover Building, 
34 Pine St., 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 























JERSEY TOWN FIRE NEEDS 

Suggestion that Garwood, N, J., in- 
crease the efficiency of its fire depart- 
ment by securing adequate and modern 
equipment in order to keep as low as 
possible fire rates, has been made by 
the Board of Fire Underwriters. The 
officials of the town have been warned 
that unless some action is taken, the 
town will be re-zoned from Class E to 
Class EF. 





DOVER, N. J., FIRE LOSS 
The total fire loss during 1927 for 
Dover, N. J., amounted to $25,000, 90% 
of which was due to carelessly thrown 
matches, lighted cigarette butts and stor- 
ing waste material near furnaces, accord- 
ing to F. S. Hill, fire chief of the town. 


MACOMBER AGENT FOR AETNA 

The Aetna (Fire) and the World Fire 
& Marine have appointed Macomber & 
Co. of New York City as managers of 
the new all risks fine arts departments. 
This office will cover all forms of works 
of art and valuable antiques against all 
risks. Macomber & Co. occupies a high 
position in the marine underwriting field. 


“Goldfish bowl fires” are becoming an 
old story. Clippings telling of fires set 
by the sun’s rays passing through the 
focusing medium of a goldfish bowl seem 
to reach us at the rate of about one a 
week. The last one came from Spokane, 
Wash., and told of a curtain being set 
afire at the home of one E. C. Barrett. 
Luckily there was little damage and as 
usual the unfortunate goldfish had no 
idea what caused the excitement—The 
“Hartford Agent.” 


Wilson-Vicinus, Inc., Rochester, N, Y., 
insurance business, has been chartered at 
Albany with a capital of 200 shares non 
par value. Homer W. Vicinus, Dean H. 
Taylor, Brighton, N. Y., and Kenneth B. 
Keating, Rochester, N. Y., are directors 
and subscribers. 





SAN FRANCISCO 
RICHMOND 


ANCE 
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CAPITAL sis 
PREMIUM RESERVE .. 
RESERVE OF ALL OTHER 
LIABILITIES 
NET SURPLUS 


TOTAL ASSETS . 


Mail. 














NATIONAL LIBERTY INSURANCE 
COMPANY OF AMERICA 
HOME OFFICE: 709-6th AVE. 

NEW YORK CITY 
SUMMARY OF 69TH ANNUAL STATEMENT 
Jan. 1st 1928 


SURPLUS TO POLICYHOLDERS 


Fire, Automobile, Windstorm, Tornado, Sprinkler Leakage, Rent and Rental 
Value, Use and Occupancy, Tourist Baggage, Explosion, Property Damaged 
by Aircraft, Riot and Civil Commotion, Inland Marine, Parcel Post, Registered 





$ 2,000,000.00 
mee $ 9,637,599.00 
$ 1,458,105.00 
$14,689,493.00 





$27,785,198.00 
$16,689,493.00 
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LOYAL TO PRINCIPLE-TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 





A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 
JANUARY IST, 1928, STATEMENTS 





ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
SURPLUS 























ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000, 136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 
ORGANIZED 1853 
THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 
ORGANIZED 1854 
MECHANICS INSURANCE CO. 

OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 
ORGANIZED 1866 
NATIONAL-BEN FRANKLIN FIRE INS. CO. 

OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 
ORGANIZED 1871 
SUPERIOR FIRE INSURANCE CO. 

OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 
ORGANIZED 1870 
CONCORDIA FIRE INSURANCE CO. 

OF MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 
ORGANIZED 1886 
CAPITAL FIRE INSURANCE CO. 

OF CONCORD, N. H. 
$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 

TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 


$27,594,166.15 EASTERN DEPARTMENT $25,684 ,495.78 


10 Park Place 





N k, New J 
selamapense homeo pron eayimsteaa PACIFIC DEPARTMENT 
inaaags al CANADIAN DEPARTMENT py 
Chicago, Illinois 461-467 Bay Street , . 
H. A. CLARK, Manager ‘Tonuatn, Genii San Francisco, California 
papa ag MASSIE. & RENWICK, Limited, W. W. & E. G. POTTER, 
JAMES SMITH. __ JOHN R. COONEY Managers Managers 
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Recent Court Decisions 








— 


In 2n action on a fire policy covering 
brewery property to the extent of its 
actual cash value, the New York Court 
of Appeals holds, McAnarney v. Newark 
Fire, 247 N. Y. 176, 159 N. E. 902, that 
the strict rule that market value or mar- 
ket price is an exclusive measure of dam- 
age did not apply, the buildings having 
no market value in a strict sense. “In 


the first place, no two buildings are 
alike in size, proportion, ornamentation, 
or otherwise. Doubtless no buildings, 


duplicating those destroyed, could be 
found the world over. They are in- 
capable of replacement from any market 
whats ever.” 

The court, however, did not agree with 
the plaintiff insured that, under the 
standard clause, the sole measure of 
damaze was cost of reproduction less 
physical depreciation. The clause limit- 
ing the liability to cost of replacement 
afforded no remedy to the insured. It 
merely expressed a privilege granted to 
the insurer, which might, if it so elected, 
reconstruct the destroyed buildings 
upon their ancient pattern with mate- 
rials of like kind and quality, or pay 
the insured the necessary cost of such 
reconstruction. If the insurer so elected, 
the insured could be allowed nothing 
for the difference between the value of 
the old and the new buildings. 

The clause makes no allusion to depre- 
ciation, except as it provides for the re- 
covery of “actual cash value” to be “as- 
certained with proper deductions for de- 
preciation.” This provision, the court 
says, while it doubtless comprehends cost 
of reproduction, does not restrict the 
field of investigation to such cost, or pro- 
vide that, with depreciation, it shall con- 
stitute an exclusive measure of recovery. 

What Policy Contract Provides 

The insurer’s contract is not that, if 
the property is burned, he will pay its 
market value, but that he will indemnify 
the insured, that is, put him in as good 
a condition, so far as practicable, as he 





would have been in if no fire had oc- 
curred. The trier of fact should consider 
every fact and circumstance which would 
logically tend to the formation of a cor- 
rect estimate of the loss. It may con- 
sider original cost and cost of reproduc- 
tion; the opinions upon value given by 
qualified witnesses; the declarations 
against interest which may have been 
made by the assured; the gainful uses 
to which the buildings might have been 
put; as well as any other fact reason- 
ably tending to throw light upon the 
subject. 

The policy in the suit required the 
trier of fact to make proper “deductions 
for depreciation,” that is, by a fall in 
value, a reduction of worth. “It includes 
obsolescence. An obsolete thing is no 
longer in use. In determining the ex- 
tent to which these buildings had suf- 
fered from depreciation the trier of fact 
should have been permitted to consider 


that, owing to the passage of the Na- 
tional Prohibition Act, they were no 
longer useful for the purpose to serve 


which they were erected. It should have 
been permitted to consider their adapt- 
ability or inadaptability to other com- 
mercial purposes, * * * is is a self- 
evident proposition that factory build- 
ings peculiarly adapted to the manufac- 
ture of malt must have depreciated in 
value when malt may no longer be manu- 
factured; that buildings used only for 
factory purposes have lost value when 
they are no longer used or usable for 
such purposes.” 

It was held reversible error to exclude 
insured’s declarations against interest as 
to the value of the buildings, to charge 
the jury that upon the question of value 
they must consider no other subject than 
cost of reproduction less depreciation, 
and that the obsolescence of the struc- 
tures or their utility for commercial or 
manufacturing purposes might not be 
considered. Judgment for the plaintiff 
was reversed and a new trial granted. 








PHILA. NATIONAL ELECTS 

Officers of the newly organized Phila- 
delphia National, running mate of the 
Lumbermen’s, were elected last week. 
They are the same as those of the Lum- 
bermen’s. The Philadelphia National 
begins operations with a paid-in capital 
of $1,000,000 and a paid-in surplus of 
$1,500,000. The company has already en- 
tered Pennsylvania and New York and 
plans to enter Massachusetts, New Jer- 
sey, Ohio, Illinois, and Rhode Island. It 
has as yet made no agency appoint- 
ments. Don R. Frary, vice-president and 
secretary, and Arthur H. Clavenger, 
vice-president and treasurer, will be in 
active charge of the underwriting and 
the agency appointments. 





VIRGINIA LOSS RATIO IS 38% 


The fire loss ratio of stock companies 
operating in Virginia in 1927 was 37.8%, 
based on premiums received and losses 
incurred, according to figures compiled 
by the Virginia bureau. For all lines 
Writien by these companies the ratio was 
388. In 1926, the fire loss ratio was 
$907, while that for all lines was 48.7%. 
The ratios for last year are said to have 
been the lowest achieved by the compa- 
nies in many years. 





TAX ON NON-RESIDENT BROKERS 


Under a law passed at the recent ses- 
sion of the Virginia legislature amending 
the section of the tax code relating to 
surance brokers, it is provided that 
non-resident brokers shall hereafter be 
Tequired to pay the same license fee for 
the privilege of doing business in Virgi- 
nia as is exacted of Virginia brokers 
mM their respective states. The law be- 
comes effective ninety days after pas- 
Sage 


SOUTH JERSEY FIELD CLUB 

The South Jersey Field Club has been 
formed by a number of fire field men 
who met last week at Camden, N. J. 
Thirty-five agents met and elected Hugh 
Mehorter, United States Fire, president; 
William O. Baldwin, Queen, vice-presi- 
dent; Herbert G. Guempel, American of 
Newark, secretary; John S. Beatty, Fire 
Association, treasurer. The executive 
committee consists of H. P. Leath, chair- 
man; John Bentley, Joel Gregory, Will- 
iam Frazier and H. Harcourt. 





S. A. MEHORTER PROMOTED 

Samuel A. Mehorter has been made 
assistant local secretary in Philadelphia 
of the Insurance Company of North 
America, under John A. Forrestal, local 
secretary. Mr. Mehorter represented 
the Insurance Company of North Amer- 
ica for several years as special agent in 
New Jersey, with headquarters in New- 
ark. He was transferred to the home 
office of the company last October. 





F. I, BALDWIN A SPECIAL 

The New York Underwriters has ap- 
pointed F. TI. Baldwin as special agent 
in eastern Pennsylvania to succeed FE. R. 
Frey, who has resigned to become a 
local agent in Philadelphia in May. Mr. 
Baldwin, who has been with the Hart- 
ford Fire in the engineering department, 
will make his headquarters in Philadel- 
phia. 





WILSON SUCCEEDS IRVINE 

Gordon R. Wilson has been appointed 
fire manager of the London Guarantee 
& Accident in Canada and also for the 
North Empire Fire to succeed T. J. Ir- 
vine, who has been transferred to the 
United States branch of the Phoenix As- 
surance. 


ALFRED M. WALDRON DINNER 





Some of Philadelphia’s Most Prominent 
Insurance Men Honor Man Who 
Has Done Much For Insurance 


A testimonial banquet to Alfred M. 
Waldron, of Philadelphia, was given on 
Tuesday night at the Manufacturers 
Club of that city. He is a leading Phila- 
delphia general agent who represents the 
North British & Mercantile, Eagle Star 
& B. D., Alliance, American-Equitable, 
Continental Casualty and Indemnity 
Mutual Marine. He has been the spokes- 
man of the insurance interests at the 
Philadelphia legislature and has been 
responsible for the passage of much of 
the good legislation. He is the Repub- 
lican organization leader of the 3lst 
Ward of Philadelphia and was the Re- 
publican candidate for the Senate in the 
Spring primaries this year. He recently 
retired from that race in the interests 
of party harmony in a Presidential year. 

The chairman of the dinner was John 
O. Platt, vice-president of the Insur- 
ance Company of North America; vice- 
chairmen were R. R. Reardon, U. S. Re- 
view Publishing Co. and Harold Smith, 
vice-president of the Franklin Fire. 
James V. Yarnall was secretary. Some 
of the most prominent insurance men 
in Philadelphia were on the committee. 





LITAKER STAFF ADJUSTER 

The National Liberty has made Oliver 
Milton Litaker staff adjuster with head- 
quarters at the home office. This makes 
the second appointment by the adjust- 
ment department of National Liberty 
within the month, William E. Crosby 
having been appointed automobile staff 
adjuster to handle the work in Boston 
and vicinity. Mr. Litaker will assume 
his mew duties of staff fire adjuster upon 
settling his affairs in Richmond, Va., 
where he has been engaged in independ- 
ent adjusting. Prior to his present work 
he was connected for six years with the 
General Adjustment Bureau in the ca- 
pacities of staff adjuster at its Wash- 
ington, 1D. C., office and of manager of 
its West Virginia office. 





SHOWS OLD FIRE OFFICES 

A newly-erected tablet at Maiden 
Lane and Broadway shows that corner 
as it appeared about 1880. At that time, 
according to the tablet, the Long Island 
Fire and the Clinton Fire were both 
flourishing on the spot. 





MOHAWK FIRE IN MASS. 
The Mohawk Fire of New York, run- 
ning mate of the Importers & Exporters, 
has been licensed to write fire, inland 
marine and sprinkler leakage lines in 
Massachusetts, with C. Albert Smith of 
Lynn as state agent. 





218TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 

















INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 

















FIREMEN’S CAPITAL INCREASE 


Directors Vote To Boost Authorized 
Capital From $10,000,000 To $15,- 
000,000; Company Growing Fast 
The board of directors of the 
men’s of Newark on Monday 
mended to the stockholders an increase 
in the authorized capital from $10,000,000 
to $15,000,000. This action is made nec- 
essary, according to President Neal Bas- 
sett, by the continued rapid and sub- 
stantial growth of the company. It is 
necessary at this time because of the 
coming acquisition of the Metropolitan 
Casualty by the Firemen’s. The latter 
company now has an authorized capital 
cf $10,000,000 and of this amount $9,- 
000,000 has already been issued, leaving 
only a $1,000,000 for further expansion. 
It is expected that the premium income 
of the Firemen’s and its allied fire and 
casualty companies will this year be 

about $40,000,000. 


‘iat JOSEPH E. PARNELL DIES 
Joseph E. Parnell, in the insurance 
business for forty years in Patton, Pa., 
and Indiana, Pa., died suddenly of a 
heart attack on March 14 at Pinehurst, 


Fire- 
recom- 


N. C., where he had gone about three 
weeks previous in the interests of his 
health. Mr. Parnell was a member of 


the firm of Parnell, Cowher & Co. 





W. VA. GENERAL AGENT 
The Transcontinental, New York, has 
appointed effective April 1, Alfred Paull 
& Son of Wheeling, West Virginia, as 
general agent for West Virginia. 





os senor 
—— 











O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 























Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
150 William Street New York City 
John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 


PON every milestone of LONDON ASSURANCE 

history covering more than two centuries has been 
stamped utmost fairness toward agent, policyholder and 
competitor. 


It believes in high ideals in business and has given this 
heritage to the MANHATTAN FIRE AND MARINE. 


An agent of the LONDON ASSURANCE or the 
MANHATTAN FIRE AND MARINE is to be con- 
gratulated because in the minds of those of good judgment 
in the insurance world, character and the LONDON 
ASSURANCE are so closely identified as practically to 
be synonymous terms. 





Che Manhattan Hire and Marine Insurance Co. 


150 WILLIAM STREET NEW YORK CITY 


John H. Packard, President 
Everett W. Nourse, Vice-President J. M. Mendell, Vice-President 
Frederick A. Johnston, Secretary Wm. Schaefer, Asst. Secretary 
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Insurance Surveys 
Aid Premium Income 


sHOW UNPROTECTED HAZARDS 





Knex, Lent & Stevens of White Plains 
l'escribe Plan That Has Added 
Materially to Their Business 





K.ox, Lent & Stevens, a progressive 
insusance agency at White Plains, N. Y., 
hav. devised a plan that they claim is 
addi ng materially to their premium in- 
come. It is based upon the assumption 
that an agent’s broker’s present clients 
are ‘he best possible prospects for addi- 
tion] insurance in the side-line field. 


Buil ing upon this foundation Knox, Lent . 


& Stevens have devised an insurance 
survey for residences and business prop- 
ertics Which lists many of the leading 
lines of insurance protection and con- 
tains questions for assureds to answer 
relative to property values, automobiles, 
payrolls, and other things that enter into 
the problem of proper amounts of insur- 
ance. 

Discussing the value of putting an as- 
sured’s insurance needs and forms of 
protection into writing through the form 
of an intelligent survey, A. C. Stevens, 
president of Knox, Lent & Stevens, says 
to the Eastern Underwriter: 

Many agents and brokers have been 
placed in an embarrassing position of 
not having attempted to sell a form of 
coverage on which his assured has suf- 
fered a loss and has been asked why the 
form of insurance to cover such a loss 
was not submitted to him. He may have 
done so orally and has no record of it 
as proof. He may have written his as- 
sured, but letters do not sell like person- 
al contact. 

It is true that a small percentage of 
the people will buy insurance of the bet- 
ter known forms of which they have a 
sight knowledge, but you can’t expect 
then to buy a form of coverage that 
they have no knowledge of. 

The “Insurance Survey” for both resi- 
dence and business properties will get 
you the proper interview at the proper 
time because it will render a service gen- 
erally far superior to what your assured 
has been accustomed to receiving. It 
will remind you both of all the various 
forms of insurance that may be written 
while discussing the subject with your 
assured, a far surer method than rely- 
ing upon memory. 

Worked Well With Leading Client 

We have used it in our agency for a 
considerable time. We approached our 
most important customer first, and the 
result was that premiums totalling $2,100 
were written. It has worked so well on 
our other accounts that we believe our 


fellow agents may care to take advan- 
tage of our experience. 

In the case of renewal policies for ex- 
ample: We have the policies listed on 
this sheet together with all other policies 
in force covering at the same location. 

We then refer to the opposite side of 
“survey” and check in Column “A” the 
various forms of insurance now carried. 
In Column “B” we check the additional 
forms it is possible to carry in addition, 
of course, to questioning whether the 
present amount is sufficient. We are 
now ready to visit our assured to render 
him a real service and make an intelli- 
gent survey of his insurance. Our ex- 
perience has been that it is appreciated. 
We have found that he never realized 
how cheap rent insurance was, and like- 
wise tornado, general liability, tourist 
floater, steam boiler, check forgery, and 
all the other forms mentioned. He will 
become much interested in your unique 
method of doing business. 

Now, after you have submitted the va- 
rious forms and he has declined, here is 
where it is up to him and not you any 
longer. Where he says “No” so state 
on your blank and when complete let 
him have a copy for his records, retain- 
ing one for your files and your con- 
science will bother you no longer. You 
have served him to the best of your abil- 
ity and as near perfect as is possible. 


Paying Premiums Monthly 


Assuming that you have been success- 
ful in selling your assured additional in- 
surance, and you will be in the majority 
of cases, you can be of real financial 
service to your assured by accepting the 
premiums on a convenient monthly pay- 
ment plan by use of our trade accept- 
ance instalment note. This is a condi- 
tional contract contingent upon him ful- 
filling his obligation to pay, giving the 
agent the proper protection in the event 
of a default. Generally, business con- 
cerns earn considerably more than 6% 
on their capital invested, therefore the 
more of their capital retained in their 
business the larger their profits. _They 
welcome the opportunity to pay insur- 
ance premiums out of income, which has 
proven to be a sound method of doing 
business. 

There are many other ways the in- 
surance survey blank can be used as an 
entering wedge to discuss insurance, and 
if any agents are interested in trying out 
this plan of selling insurance I shall be 
glad to furnish them with the blanks at 
considerably less than it would cost to 
have them printed. There is consider- 
able composition work which adds to the 
cost of printing which will be eliminated 
because of quantity production from the 
one course. 

Following is the text of the survey 
blank covering business properties: 


BUSINESS PROPERTIES 


In Column “A” we have checked]Assured 


carry 


In Column “B” we have checked| Business of assured? 


carry. 





insurance we believe you should|Names of other tenants? 
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“Tre what most people say when they have 
suffered a loss through tornado or windstorm. 
“I didn’t think the wind could do such damage”... 

“I didn’t think tornadoes ever came in this part 
of the country”... . “I didn’t think windstorm 
insurance was so inexpensive” ane 

After it’s all over many of them think hard. 
They reason that perhaps it was up to their agent 
to properly impress them with the importance of 
windstorm protection. 

Agents of this company are getting many 
windstorm policies right now by doing thethinking 
for their clients beforehand. They are pointing out 
every angle and advantage of this necessary 
coverage. They are stressing particularly the 
extremely low cost. They are making it impossible 
for a man on their books to sit back amidst the 
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wreckage of a windstorm and say “I didn’t think”. 
A Kinds of Insurance B 
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Beha’s Position On 
Loss Classifications 


WANTS DIVERSIFIED 


TABLES 


Will Not Accept National Board’s 28 
Classes Because He Says They Do 
Not Give Rate-Making Data 


The recent letter of Insurance Super- 
intendent of New York James A. Beha 
Manager W. E. Mallalieu of 
the National Board of Fire Underwriters, 


to General 


in which he says that he will not desig- 
nate the National Board as the official 
agency to receive, compile and amalga- 
mate the 1928 fire experience of com- 
panies writing in New York, has’ been 
commented upon with much interest in 
New York fire insurance circles. 

The superintendent declines the offer 
of the National Board to handle the fire 
experience because he rejects as useless 
to the department the Board’s new clas- 
sification of twenty classes which he says 
is not detailed enough to provide infor- 
mation for rate making purposes. The 
Department says that it will make other 
arrangements for the collection and com- 


pilation of the 1928 and subsequent fire 
experience of companies doing business 
in New York state. 


Superintendent Beha’s rejection of the 
National Board classification was based 
upon his belief that a larger number of 
classes is necessary to secure a true pic- 
ture of fire losses in this state. In his 
letter to the National Board he out- 
lined his positicn as follows in part: 


“On May 3, 1927, the Actuarial Bu- 
reau. Committee of the National Con- 
vention of Insurance Commissioners 


unanimously submitted to the Conven- 
tion, at the meeting held in Richmond, 
Va, a resclution to the effect that it 
had carefully considered the Revised Fire 
Classification adopted by the National 
Board of Fire Underwriters, consisting of 
twenty-cight classes, and recommended 
that the National Convention approve 
the ‘Consolidated and Standardized 
Classification of Fire Hazards’ adopted 
by the National Board of Fire Under- 
writers. The resolution was read to the 
Convention, put to a vote and declared 
carried without discussion. 
Cites 1911 Recommendations 

“In 1911 the Joint Legislative Com- 
mittee, of which Assemblyman Merritt 
was chairman, submitted a report which 
may still be considered a model. This 
report discusses the subject of ‘classifi- 
cation’ and the need of classified experi- 
ence figures for the purpose of testing 
the reasonableness of the rates applied 
to the various classes of risks. The re- 
port admits that the problems in classi- 
fication are complicated and difficult, but 
it also points out that the use of the 
modern sorting machine has permitted of 
revolutionary changes in the tabulation 
and compilation where a detailed mass 
of statistical knowledge is important. 

“The Merritt Committee report further 
states that, since the underwriters had 
failed to take the initiative in the col- 
lecting of a combined loss experience, 
and since it is necessary, if rates are 
to be equitable and demonstrably equit- 
able, that such figures should be avail- 
able, then it seems inevitable that the 
state should undertake this work. 

“Accordingly, the matter was taken up 
with the National Convention and the 
National Board of Fire Underwriters, 
and subsequently the National Board of 
Fire Underwriters submitted to the Con- 
vention a ‘Standard Classification of Oc- 
cupancy Hazards and Loss’ Report 
Form,’ which was accepted and approved 
by the commissioners. This ;standard 
classification contained 5&8 classes and 
represented at that time the maximum 
consolidation of classes of risks which 
the authors of the plan deemed prac- 
ticable. 

“In 1917 the National Board made a 
further combination of classes, reducing 
the number in the ‘Standard Classifica- 
tion’ to 155. The effect of this consoli- 


dation was to seriously impair the value 
of the statistical information which was 
being gathered and tabulated thereunder ; 
so much so that the rating organizations 
themselves, I believe, have never at- 
tempted to make use of the statistics 
prepared by the National Board, and this 
Department has found them valueless in 
the few instances in which we attempted 
to resort to them for light on com- 
plaints. The further consolidation of 
classes to twenty-eight now proposed 
would make the tabulation of the experi- 
ence data valueless and for all practical 
purposes may be abandoned entirely, for 
as far as I am able to understand it, 
such a compilation would serve no use- 
ful purpose. 
Consolidation of Dwelling Data 


“You have in the consolidated classi- 
fication, for example, the classification of 


‘Dwellings.’ The proposed consolidated 
classification under this title originally 
comprised eight classifications, namely, 

. Private barns and stables—buildings. 
. Private barns and stables—contents. 
. Dwellings—buildings. 

. Dwellings—contents. 

. Palatial dwellings—buildings. 

. Palatial dwellings—contents. 

. Private garages—buildings. 

. Private garages—contents. 

These original eight classes were further 
subdivided between frame, brick and fire- 
proof and then again subdivided between 
protected and unprotected risks. Not 
only are these eight classes consolidated 
into one, but the subdivisions are con- 
solidated into frame protected, brick pro- 


CONIDIA WD 


tected, brick and frame unprotected and ° 


fireproof protected and unprotected. 
This is by far the most numerous single 


= 
class proposed, and I might poini out 
how useless that combined classification 
is for determining the reasonableness of 
the rates fixed, for example, upo-) the 
contents of a high valued brick ¢ 


L : intr 

residence as compared with an or isis 

frame unprotected private dwellin 
“The most varied class proposed js 


placed under the caption of ‘Mercantile 
Contents.’ The proposed classification js 
a consolidation of seventy-five clas-es as 
proposed in the original ‘Standard ¢ {assj- 
fication.” Under this one classifi ation 
there is such a diversity of hazards as 
are represented by automobiles, shoes, 
drugs, furniture, hardware, millinery, to- 
bacco, lodge rooms and cold storaze. 
“The next most numerous class js 
‘Mercantile Buildings.’ This is appar- 
ently a consolidation of approximately 


(Continued on page 31) 
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| 1 Q 6 Ferdinand Joseph Maximilian, Archduke 
7 of Austria and Emperor of Mexico, was 
} executed by a Mexican firing squad, marking the end of 
French domination in America, The Empress Carlotta, 
who had gone to Europe to seek aid, became hopelessly 
insane when Napoleon III refused to lend further sup- 
port to the tottering throne of Maximilian. The Empress 
died but a few months ago, at an advanced age, never 
having regained her reason. 


In 1867 the Marine Department was established 
and William J. Dutton, recently out of college, 
and a son of Director Henry Dutton, was given 
charge of the new department. This was near the 
end of the clipper ship era which Historian Clark 


fixes as 1869, the year of the opening 
of the Suez Canal. 


Fireman’s Fund Insurance Company 


FIRE, AUTOMOBILB 
AND MARINE 





The Fireman’s Fund, Home Fire & Marine and Occ 


INSURANCE 











“nce Company are good companies to represent. 


SAN FRANCISCO 
CHICAGO NEW YORK 
BOSTON ATLANTA 
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Enlist Public Opinion 
In Battle Upon Arson 


1s ADVICE OF NATIONAL BOARD 





Urges Fire Insurance Men to Secure 
Strong Public Support in Efforts to 
Jail Firebugs 





United public opinion is one of the 
greatest weapons with which arson can 
be fought, the National Board of Fire 
Underwriters contends in an article in 


the March issue of its “Safeguarding 
America Against Fire.” Turning the 
spotlight of public opinion upon arson- 
ists has driven many of these firebugs 
out of business or to jail. The local 
agent or field man who can help to 
crystalize public sentiment in his com- 
munity against this type of crime is ren- 
dering great assistance to his clients, his 
companies and humanity in general. 

Commenting upon the part the public 
can play in this battle against arson, the 
National Board says in part: 

“When someone decides to ‘sell out 
to the insurance company’ by setting 
fire to his property, it is with the delib- 
erate intent of defrauding the underwrit- 
ers. As a matter of fact, the public 
is robbed as well as the insurance com- 
pany, for when arson is committed, the 
expense of the fire must be spread over 
the entire community in the cost of fire 
insurance. In this way the innocent pay 
for the misdeeds of the guilty. Thus it 
is evident that, financially, the repres- 
sion of arson is a vital matter to every- 
body, and that as a matter of public 
safety the fire fiend should be combatted 
at every turn. 

Detection Becoming More Common 


“As a matter of fact it is becoming 
increasingly difficult for this ‘crime of 
crimes’ to be committed without detec- 
tion. Investigations of suspicious fires 
are carried relentlessly and with pre- 
cision. Capture and imprisonment of the 
criminals are almost certain. The laws 
in many states have recently been 
changed, making it much easier to ob- 
tain convictions and long sentences. De- 
tection of one act of arson often leads 
to others, so that in the long run many 
of the criminals are rounded up before 
the bar of justice. The man who has a 
dishonest fire is no longer considered 
‘mart’ by honest people! 

“For ten years The National Board 
of Fire Underwriters has maintained an 
arson squad, to which experienced men 
are constantly being added. A vitally 
important work is being accomplished 
all over the United States, in co-opera- 
tion with fire chiefs, fire marshals, 
chambers of commerce and police forces. 
This is a formidable array, which will 
eventually make the ‘crime of crimes’ as 
dangerous to the criminal as its nature 
deserves. 

“But the arsonist is still a very dan- 
gerous factor in the fire situation! 
Every citizen should bear down on him 
and all of his kind.” 





ROBERT M. BENNETT DEAD 





Vice-President of New York Under- 
writers Dies After Pneumonia 
Attack; Fine Executive 
Robert M. Bennett, vice-president of 
the New York Underwriters, died at his 
home in Maplewood, N. J., on Sunday 
irom pneumonia. He was fifty-six years 
of age and had been with the New York 
Underwriters for about twenty-four 
years. He is survived by his widow and 

a small son. 

Mr. Bennett entered insurance in the 
field with the Hanover Fire in Ohio. 
Afterwards he became special agent of 
the Aetna in Illinois and then of the 
Agricultural in the same state. He was 
one of the first field men to aid in the 
application of the Dean schdul a quar- 
ter of a century ago. Joining the New 
York Underwriters as state agent in II- 
lincis, Mr. Bennett later was promoted 


to the position of superintendent of the 
special risk department at Chicago. A 
few years later he was made a member 
of the firm of A. & J. H. Stoddart, at 
New York, general agents of the Agency. 
When the Agency was incorporated as 
the New York Underwriters Company 
Mr. Bennett was elected a vice-president. 
_ His high regard for the ethics of fire 
insurance won Mr. Bennett many friends 
in the East. He insisted always upon 
exact observance of obligations to fire 
policyholders and was widely considered 
as an excellent executive. 


VERMONT AGENTS’ MEETING 

The semi-annual meeting of the Ver- 
mont Association of Insurance Agents 
will be held at Newport, Vt., on Friday 
afternoon, May 18. This will be fol- 


lowed by a banquet at the Newport 
house, 





Loss Classifications 


(Continued from page 30) 


forty of the original classes. It comprises 
buildings only and contains such dissimi- 
lar risks as bank buildings, wharves, res- 
taurant buildings, department stores 
(buildings), jewelry stores (buildings) 
and hay warehouses. 

“The proposed consolidated classifica- 
tion of ‘Educational Institutions and 
Public Buildings’ contains such dissimilar 
and incongruous risks as convents, insane 
asylums, courthouses, homes for the aged 
and fire department houses. 

“It is proposed, for example, to es- 
tablish a single classification—‘Non-Man- 
ufacturing Special Hazards’ which ap- 
pears to be a consolidation of approxi- 
mately fifty of the original classifica- 
tions. This includes such hazards as 
public barns and stables, coal and wood 
yards, theaters, standing timber, stock 
yards and tugs. On this classification 
there is no separation between frame, 
brick or fireproof, nor is there any sepa- 
ration between protected and unprotec- 
ted, notwithstanding that included in this 
classification are risks subject to pro- 
tection and otherwise and comprising all 
degrees of construction from nothing or 
frame to brick or steel. 


Some Classes Not Grouped 

“In the twenty-eight classifications proposed, 
there are some that retain their original char- 
acter, as for example, cotton gins (code No. 
402), cotton compresses (code No. 626), and 
cotton yards (code No. 628), for none of which 
premiums are apparently reported in the state 
of New York. There is another class tobacco 
barns (proposed code No. 682)—for which no 
premiums are reported in the state of New 
York, leaving therefore twenty-four classes into 
which the fire risks in New York are divided. 

“As a reason for reducing the number of 
classes to twenty-eight, it was stated that with 
the exception of twenty-five classes, the pre- 
mium income for most of the classes repre- 
sents less than 1% of the total. Naturally, if 
the classes exceed 100 in number, mathe- 
matically there must be a number of classes 
representing premium incomes of less than 1%, 
but I cannot see that that would be any rea- 
son for restricting a classification to 100 or less. 
If the premium income on any class is so 
small as to be inconclusive for rating purposes, 
that fact can readily be taken into considera- 
tion and it does not furnish an excuse for 
distorting the experience of some other class 
by throwing into that class unrelated hazards. 

“Tt was also contended that the reduced 
number of classes would lighten the work of 
classification and compilation both for the com- 
panies and for the board. If the purpose is 
to ease the work of the companies and the 
board, frankly I am unable to see why they 
should not have confined this to one single 
class, for all the difference it makes, and if 
it is confined to one single class, there would 
be no need of reporting it to the board at all 
for we would then be able to get that in- 
formation from the annual statements and in 
fact, the information obtained from the annual 
statements is just as valuable for rate making 
purposes as would be the information obtained 
from the National Board. 

“If the National Board of Fire Underwriters 
desires to collect its statistics on the basis 
of the twenty-eight classifications, this Depart- 
ment has no objections, but in view of the 
above, it is my intention to require the fire 
insurance companies to furnish their experi- 
ence data for the state of New York, in accord- 
ance with the classifications heretofore in force, 
pending such time as this Department can 
formulate a classification plan which will more 
nearly conform with the requirements of our 
law. An immediate and further study of this 
problem is being made by this Department with 
a view of preparing as speedily as possible such 
a classification plan.” 
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Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
December 31, 1927 
Total Insurance in Force, over .. 
Total Number of Policies .. 


.. $2,764,000,000 
6,253,908 


This insurance is backed by a Sinking Fund prescribed by statute 
amounting to $383,689,508.00. This fund is the Legal Reserve. 

The other reserves carried by the Company on December 31, 1927, 
brought up its Definitely Allocated Liabilities to the total of 
$415,000,775.15. 

This includes a reserve of $16,654,587.95 for policyholders’ Divi- 
dends to be paid or credited in 1928. 

To cover these liabilities the Company owned and held on Decem- 
ber 31, 1927, bonds, mortgages, and other property valued at 
$451,006,878.49, thus showing a Surplus of resources amounting to 
$36,006,103.34. 

This Surplus is to provide against asset depreciation, epidemic 
visitation, or other emergency. 

The New Insurance paid for in 1927 was $524,797,698.00, the 
greatest year’s record in the Company’s history. 





Complete Life Insurance Service 


All forms of Life, Endowment, and Term policies for personal protection, Joint 
Life Contracts, Total Disability, and Double Indemnity. 

All the new forms of Group, Wholesale, and Salary Deduction Annuity Contracts 
to accommodate various situations, both single and annual premium. 

Business Insurance in favor of firms, corporations and other enterprises; policies 
to Preserve Estates, cover asset depreciation and pay inheritance taxes; Life Insurance 
Trusts for the retention, care and payment of the proceeds of life policies to the 
beneficiaries through Annuities, or by means of trusts established in banking and 
trust institutions. 
we organization is prepared to arrange life insurance protection to meet any 
n 


For further information, address INQUIRY BUREAU, 


John Hancock Mutual Life Insurance Company 
197 Clarendon St., Boston, Mass. 
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To Begin Hearings On 
Hague Rules Treaty 


BEFORE SENATE COMMITTEE 





American Bar Association Holds Hear- 
ing in New York at Which Both 
Sides Present Their Views 





Senator Borah of Idaho, chairman of 
the United States Senate Committee on 
Foreign Relations, announces that a sub- 
committee will shortly begin hearings on 
the Hague Rules Treaty now before the 
Senate. This treaty involves uniform 
bills of lading and is being supported by 
those in the shipping and marine under- 
writing field who believe that interna- 
tional uniformity in the matter of the 
responsibility of carriers for damage or 
loss of cargo is more desirable than a 
number of different national require- 
ments that often come into conflict with 
one another. 

The American Bar Association’s com- 
mittee on commerce held a hearing in 
New York last week on the Hague Rules, 
as now incorporated in the White Bill, 
H. R. 12208, pending in Congress. John 
Nicolson, who appeared for the Ship- 
ping Board, said the board favored the 
bill but was opposed to the idea of hav- 
ing rules on ocean born commerce made 
by international treaty rather than by 
legislation. He said American shipping 
interests ought not to have to consult 
foreign interests when they considered 
changes necessary. 

C. S. Haight Among Speakers 

Charles S. Haight, admiralty lawyer, 
who has fought for several years for 
the adoption here of the Hague Rules, 
spoke on behalf of a committee of the 
International Chamber of Commerce. 
Wellington Elmer of the Bank of Amer- 
ica, acting for a committee of foreign 
bankers, said he favored the adoption of 
the Rules and would prefer to see them 
adopted by treaty and then to have legis- 
lation passed embodying them by statute. 

Rush C. Butler, of Chicago, chairman 
of the committee, who presided, said that 
as a result of the points made by the 
various speakers the committee felt it 
was in accordance with three of the 
clauses, those relative to the adoption of 
rules by statute, the deviation clause, and 
lockout clause, but was in doubt about 
the clause with reference to notice pe- 
riod claimed for damage or loss and he 
suggested that those who differed on the 
subject should agree upon a compromise. 

Shipping Board Resolution 

Mr. Nicolson at the opening of his 
talk read into the record the resolutions 
adopted by the Shipping Board at its 
regular meeting in Washington, defining 
its attitude on the White bill, as follows: 

“Resolved, The enactment of a law 
having in view the use of a uniform 
bill of lading in the ocean-borne for- 
eign commerce of the United States has 
the approval of this board, in principle, 
provided the terms of such legislation 
are kept within the control and devel- 
opment of Congress, as an act of do- 
mestic legislation. In the judgment of this 
board, contracts for the carriage of 
goods by sea to and from ports of the 
United States should not be limited in 
their development by their enactment as 
an international treaty; it should be done 
by act of Congress so that modifications 
from time to time found necessary, in 
the promotion of the transportation of 
our foreign commerce, may be made not 
only promptly, but without being under 
treaty obligations to consult foreign na- 
tions with reference to any such changes. 

“Resolved further, Vice Chairman 
Plummer is authorized to co-operate in 
the introduction and support of a bill in 


the House, and also in the Senate, sub- 
stantially like the proposed bill submitted 
to and considered by the board this 
morning, entitled ‘Proposed “Hague 
Rules” Bill, Revised and Developed Feb- 
ruary 23, 1928.’ It is understood, how- 
ever, that the clause in Paragraph 6, 
Section 3, reading: ‘Or if the loss or 
damage be not apparent, within six days 
thereafter,’ be omitted; and as the act 
will be imperative only as to bills of 
lading in foreign trade, to and from ports 
of the United States, it is also under- 
stood a provision will be added permitt- 
ing, at the option of the parties, the use 
of the bill of lading in the coastwise and 
intercoastal trade of the United States.” 

The White bill, as explained by Mr. 
Nicolson, proposes to procure a uniform 
bill of lading for ocean-borne commerce 
embodying the Hague Rules, with cer- 
tain important modifications and with 
proposed provisions assuring all shippers 
will receive equal treatment in those in- 
stances where discrimination is allowed 
the vessel. 

“The point is,” said Mr. Nicolson, 
“that an international convention is 
pending before the Committee on For- 
eign Relations of the Senate, which has 
in view enforcing these Hague Rules by 
international agreement. 

“The Shipping Board is opposed to 
proceeding by that method, believing that 
the law relating to bills of lading is in 
process of development, and we ought 
not to have to censult foreign nations 
as to when changes in law become necés- 
sary. 

“Furthermore, we deem it of great im- 
portance that the House of Representa- 
tives should have a part in developing 
such legislation, and of course it would 
not have part if procedure is by treaty.” 

Mr. Haight said that the International 
Chamber of Commerce had been striving 
hard to offset the chaotic conditions that 
have existed with regard to bills of lad- 
ing and to work out a uniform interna- 
tional bill of lading. 





“A big bridge is built. There is a for- 
mal opening. Crowds attend. Promi- 
nent citizens make speeches congratulat- 
ing the designer and builder, telling what 
a wonderful public benefit this new 
structure will be, what tremendous diffi- 
culties were overcome in its building. 
But there is one story the speakers do 
not tell the listening crowd and that is 
the story of the important part played 
by insurance in the building of the 
bridge. They do not tell them that if 
it had not been for insurance, this won- 
derful bridge might not have been built,” 
says “The Hartford Agent,” in an article 
on how full coverage bridge insurance 


Lloyd’s Fine New Home 
Opened by King George 


MONARCH PRAISES INSURANCE 





Says It Is Conducive to International 
Peace; Picturesque Ceremonies 
Feature Event 





Lloyd’s of London officially opened its 
fine new building on Leadenhall street 
last Saturday with all the splendor of 
British royalty participating in the cele- 
bration. King George, accompanied by 
Queen Mary, was present and he paid a 
testimonial to insurance when he said 
that “As insurance creates a bond of 
union in the nation, so does it hold to- 
gether the fabric of civilized society and 
is conducive to international peace. 

“It is the organized system of marine 
insurance which has transformed the 
overseas trade from daring, hazardous 
speculation to the orderly, smoothly 
working exchange of commodities upon 
which civilization depends,” he added. 

Until now the business has been 
housed in archaic quarters over the 
Royal Exchange. Now it will occupy 
Guarters which for architectural beauty 
are unmatched in London. 

The vast underwriting room of cream- 
colored marble, with a great glass dome 
overhead, will probably be known as one 
of the world’s great business halls. 
Above, on the sixth floor, is the captains’ 
room, where the masters of the world’s 
great vessels may gather to smoke and 
gossip. From it they will be able to see 
the masts of ships in the lower Thames. 

A picturesque survival of ancient Lon- 
don tradition took place as the King 
crossed the City coundary at Temple 
Bar, on the way to Lloyd’s. The Lord 
Mayor, in his gorgeous robes of office, 
was waiting for him there, and as the 
royal coach drew up the Lord Mayor 
presented to the King a pearl-encrusted 
sword given to the city by Queen Eliza- 
beth, when she opened the Royal Ex- 
change in 1571. The surrender of the 
sword is symbolic of surrendering the 
City’s privileges to the Lord Mayor 
while the King is within its boundaries. 
The King then solemnly handed the 
sword back to the Lord Mayor, and with 
the clatter of brilliantly uniformed caval- 
ry the procession continued through 
Fleet street to Lloyd’s. 





FLORIDA AGENTS’ MEETING 


The Florida Local Underwriters’ As- 
sociation will hold its annual state con- 
vention at Gainesville, Fla., April 20-21. 
Speakers will include Walter H. Bennett, 
secretary of the National Association; 
Insurance Commissioner J. C. Luning of 
Florida, and George Turner, head of the 
Casualty Information Clearing House. 
There will be a reception at the Florida 
State University with President Farr, 
Dean Matherly of the School of Com- 


























merce, and Director Weaver of the 
protects the interests of bondholders. School of Architecture. 
APPLETON & COX, Inc. 
1 South William Street, New York 
AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 

Admitted Assets, $8,132,324.02 

Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 
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Remits Franchise Tax on Marine insur. 
ance Corporations Payable P-ioy 
to May 1, 1927 


Governor Smith of New York has 
signed the Mastick bill in relation to the 
franchise tax upon marine protect! in and 
indemnity mutual insurance corpo: ations, 
and remitting such taxes payable by any 
such corporation prior to May |. 1927 
as chapter 510 of the laws of 192s The 
text of the new law follows: 

Section 1. Notwithstanding any pro-ision of 
section one hundred and eighty-seven ©: the tax 
law, a corporation organized for the purpose 
specified in section one hundred and  xty-two 
of the insurance law which heretofore has de. 
faulted in paying any tax imposed by section 
one hundred and eighty-seven of the .ax law 
and payable at any time prior to May first, nine. 
teen hundred and twenty-seven, shall be deemed 
to have made such default by reason oi uncer. 
tainty of liability therefor under such section 
and shall not be liable for such unpaii taxes; 
and it shall not be the duty of any public officer 
to enforce or collect the same. 

Section 2. Such a corporation shall for the 
year nineteen hundred and twenty-six be deemed 
to be subject to the provisions of section one 
hundred and eighty-seven of the tax law, and 
thereafter be deemed to be subject to the pro. 
visions of section one hundred and _ sixty-nine-a 
of the insurance law, to the same effect as if 
the kinds of marine insurance transacted by it 
and its methods of operation during such year 
nineteen hundred and twenty-six and thireafter 
had been those of a marine insurance corpora- 
tion subject to taxation under such _ sections 
of such law. 

Section 3. 


This act shall take effect imme. 
diately. 





DECK LOADS ON GREEK SHIPS 


According to advices received from 
Greek shippers, there has arisen a diff 
cult problem in connection with cargoes 
shipped on Greek vessels when interests 
which can readily be stowed on deck are 
involved. Under Greek Maritime Law it 
appears that the master of a ship can 
stow cargo on deck without informing 
the shipper, and without in any way in- 
fringing the terms of the contract of 
affreightment. In consequence the ship- 
pers of goods in Greek vessels are liable 
to find that their interest has been 
shipped on deck, and has been damaged 
in circumstances which would entitle 
them to recover under their policy of in- 
surance, but they cannot so recover, be- 
cause no provision is made in the policy 
for covering goods carried on deck. 

Moreover, there appears to be no way 
out of the difficulty which arises over 
these cases, for even were underwriters 
to give a policy which allowed for the 
inclusion of the risk on deck by pay- 
ment of an additional premium, they 
would seldom receive the additional rate, 
because the shippers would only come to 
know that their goods had been carried 
on deck when a claim arose, and so all 
that the underwriters would collect 
would be the additional premiums on 
these cases. 





RICHARD WOODGET DEAD 

A great character, one of the greatest 
sailors ever known as a skipper of 4 
sailing vessel, and equally as well known 
and respected by the underwriters ot 
that period when sail ruled the seas, 
has recently passed away in England. 
The papers are full of his history, and 
the Daily Telegraph says in part: “Cap- 
tain Richard Woodget died at the age 
of 82, at The Anchorage, Burnham 
Overy¢ Norfolk. He was one of the 
greatest personalities of the old suiling- 
ship days, and for ten years, 1885-189, 
commanded Cutty Sark. 

He was one of the old type who 
learned their seamanship in the hard 
school cf experience, and though he was 
desperately exacting the men loved 
him. 





L. J. WINSTON ADVANCED 


Lawrence J. Winston has been made 
special agent of the Travelers Five ™ 
Boston and three adjacent counties He 
will work under Manager C. L. P: wets, 
head of fire lines in eastern Mass chu- 
setts. Mr. Winston joined the Travelers 
Fire in’ 1925 as a fire counterman in the 
cashier’s department. 
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CASUALTY AND SURETY NEWS 














N. Y. Office Of Globe 
Has New Renewal Plan 


" TOOK SIX MONTHS TO PERFECT 





- Provides for Furnishing Producers With 


wnthly Expiration Lists; Their 
con Saves Time and Money 





The New York office of the Globe In- 
nity through its development divi- 


newal plan which is meeting with a 
degree of success. Its purpose is 
to renew policies intelligently and with 
the minimum oa work and ex- 
se the broker. 
ee om on a definite date brok- 
ers doing business with the Globe are 
furnished with a complete list of their 
policies which will expire ninety days 
hence. The broker is requested to check 
the list carefully and ascertain if there 
is any policy omitted or on which he 
desires to have changes made at renewal. 


Such items as a change of location, 


names, amount of insurance or other 
conditions are specifically asked for. 
Gives Status of Assured’s Account 
More important than these facts is in- 
formation bearing on the exact status 
Perhaps he is 
underinsured for automobile liability, for 


example, or has neglected to place pro- 


tection where it is needed. The concern 
is no longer in business or the line may 
not be handled by the same broker. The 
request is made to record all such facts. 
The renewal may be “not wanted” and 
to know this in advance will conserve 
the time and expense of both company 
and broker and keep the latter’s name 
off the Central Bureau list. ‘ ; 

Six months was spent in perfecting this 
plan, and the New York Office of the 
Globe is the first to put into effect. 
One of its motivating reasons was 
the desire to have a check on how much 
business came in and stayed and how 
much escaped because of a number of 
undetermined reasons. 

Having in the neighborhood of 15,000 
brokerage items on its books which come 
up for renewal monthly, it was no over- 
night job to refile by brokerage accounts 
the expiration cards which had always 
been listed by date. Further than that 
it was necessary to get the experience 
on each risk. 

60% Returns in 15 Days 

The first mailing of expiration lists 
to some 1600 producers was on February 
16, based on renewals coming due in 
May. The reaction was instantaneous. 
Within five days 20% returns had been 
received, all giving intelligent replies. 
And fifteen days later a check-up re- 
vealed that fully 60% of the brokers 
had responded, indicating their approval 
of the plan. 
_Simultaneously with the mailing of the 
list to brokers, a copy of it was given to 
the renewal department of the office and 
another was kept by a company special 
agent for follow-up. 

Fach broker was sent a letter of ex- 
planation of the plan under the signature 
of Vice-President Thomas J. Grahame 
which read in part as follows: 

“It is well known that a very large 
number of policies are issued quite un- 

(Continued on page 38) 


Penna. Insurance Days 
Program Taking Shape 


NEW CASTLE, PA., ON MAY 28-29 





Speakers Include Commissioner Taggart, 
J. S. Turn, H. D. Hart, T. Alfred 
Fleming and Col. Fry 





The tentative program of the Penn- 
sylvania Insurance Days, sponsored by 
the Insurance Federation of the state and 
to be held at New Castle, Pa., May 28- 
29, indicates that the meetings will be 
well balanced and full of interest to those 
in attendance. Features of the first ses- 
sion will be a welcome by President Wil- 
liam S. Diggs and his annual report, fol- 
lowed by an address by T. Alfred Flem- 
ing, supervisor, conservation department, 
National Board of Fire Underwriters, on 
“The Place of Insurance in Future Pros- 
perity.” 

John S. Turn, vice-president and gen- 
eral manager of the New York office of 
the Aetna Life & Affiliated Cos., will be 
next on the program with a talk on “57 
Varieties of Insurance and How to De- 
velop Them Properly.” The speaker at 
the luncheon will be Hugh D. Hart, vice- 
president, Penn Mutual, having as his 
topic, “This ‘Thing’ That We Call Un- 
derwriting.” 


Smcke & Cinder Club Active 


Monday afternoon will find the Smoke 
& Cinder Club of Pittsburgh in charge of 
the meeting. This organization is head- 
ed by Paul J. Mullen, who has arranged 
an extensive program through a special 
committee of which F. W. Sippel is 
chairman. One feature will be a discus- 
sion on “Problems of an Insurance 
Agent as Seen by a Layman.” The 
Smoke & Cinder Club, whose member- 
ship consists of special agents of the 
western part of Pennsylvania, is rallying 
to the support of its committee even to 
the extent of acting as advance agents 
for the convention in spreading the news 
to their agents of what they may expect 
when they journey to New Castle on the 
meeting days. 

The annual reception and ball takes 
place Monday evening at which past 
presidents of the federation are the 
guests of honor. 

Tuesday’s activities start with a dutch 
breakfast with Insurance Commissioner 
Taggart as the guest of honor. Mr. 
Taggart will discuss problems submitted 
to him by the delegates, including, no 
doubt, the licensing of agents in the 
state. 

Then the convention will swing into 
its regular session with Colonel Harry C. 
Fry, Jr., of Logue Bros., Pittsburgh, as 
the first speaker with the timely topic 
of “Aviation and Insurance.” Other sub- 
jects to be discussed are: “Insurance 
Legislation—Past, Present and Future,” 
and “Financial Responsibility of Auto- 
mobile Drivers — the Massachusetts 
Situation.” Speakers for these topics 
will be announced later. 

At the luncheon the discussion will 
center on “Fire Prevention in Pennsyl- 
vania” and the “State Insurance Fund,” 
following which the rest of the after- 
noon will be devoted to round table 
meetings. The entertainment and ban- 
quet features in the evening are yet to 
be announced. 
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FIRE AND LIFE 


ReASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager 








Bureau’s Attorney to 
Act on N. H. Rate Issue 


MUST DECIDE ACTION AT ONCE 








Casualty Executives Give Serious 
Thought to Sullivan’s Mandate 
At Large Meeting Here 


An unusually well attended meeting of 
the National Bureau of Casualty & 
Surety Underwriters was held on Mon- 
day to discuss the course of action to be 
pursued in regard to the refusal of John 
E. Sullivan, insurance commissioner of 
New Hampshire, to license stock compa- 
nies in that state, following the request 
of these companies for automobile !abil 
ity rate increases. 

After a prolonged discussion the mat- 
ter was referred to the attorney of the 
bureau to decide on what legal course of 
action to be taken. The New Hamp- 
shire commissioner has given the com- 
panies until April 1 to decide whether 
they wish to bring the question of the 
legality of his move before the Supreme 
Court. 

Favored Mutuals 


When incensed the stock companies 
was the fact that the commissioner had 
“played favorite” with the mutuals by 
granting licenses to eight of them in 
New Hampshire, saying that they had 
taken a favorable attitude and that the 
plan of mutual insurance afforded sound 
and reliable protection. 

Regarding the ultimate decision that 
might be reached by the National Bu- 
reau, he said: “Decision by the National 
Bureau of Casualty and Surety Under- 
writers will not be accepted as final. Its 
methods of operation are in conflict with 
our public laws. Partisan bureaus are 
parasites on the legitimate enterprise of 
insurance. Their functions are often de- 
veloped to meet competition. The many 
factors in this vital question prompts me 
to take commensurate action to serve the 
insuring public of our state.” 


Called Rate Increases Unreasonable 


The letter which the New Hampshire 
commissioner sent to the stock compa- 
nies contained his refusal to renew their 
licenses, based on the grounds that the 
companies had asked for an unreason- 
able and discriminatory increase in auto- 
mobile liability rates. “As matters now 
stand,” said the commissioner, “I will 
not issue licenses to these companies, un- 
less I am ordered to do so by the courts.” 


Million Capital for 
Central of Kansas City 


GOOD PREMIUM GAIN IN 1927 





Assets Increased $552,163 Last Year; 
$325,000 Has Been Added to Volun- 
tary Contingent Reserve 





The board of directors of the Central 
Surety & Insurance Corporation, Kansas 
City, Mo., with a full attendance and by 
a unanimous vote, at its quarterly meet- 
ing on March 20 recommended to the 
company’s stockholders for ratification at 
the annual meeting to be held in May, 
that the capital stock be increased to 
$1,000,000, $100,000 to be in the form 
of a stock dividend and the balance of 
$400,000 to be distributed at three times 
par. 

The completed financing will give the 
Central $1,000,000 capital; $1,000,000 sur- 
plus, and about $325,000 voluntary con- 
tingent reserve. 

The company at the end of 1927 had 
$2,278,999 admitted assets. It made the 
following record in 1927: 


Gain in net premiums written.$1,037,204.13 
GA 1 BSEMHG oo iedocccuecnces 552,163.38 
GORE 1h FOGEEWOS sik oink cmcvcne’s 440,170.55 
CRI 10h SUEDE ooo a cc weiceicciexe 111,992.83 


Net premiums written......... 1,637,255.27 

Organized a year ago last summer with 
‘red W. Fleming as president, the com- 
pany last year wrote 45,150 policies, ob- 
taining premiums of $1,679,905.60. 


_ 





E. M. LINVILLE ON COAST 

E. M. Linville, superintendent of agen- 
cies for the Eagle Indemnity, is now on 
the Pacific Coast for a two months’ stay. 
Mr. Linville has been given the impor- 
tant assignment of making a complete 
review of agency conditions and analysis 
of future development for both the Royal 
and Eagle Indemnity. 


ENTERS VIRGINIA 
The New Jersey Fidelity and Plate 
Glass has been admitted to Virginia. In 
addition to surety bonds and_ fidelity 
business, it plans to write all casualty 
lines except accident and health. 








LICENSED IN NEW JERSEY 
The Seaboard Surety has just been li- 
censed in New Jersey and expects to 
start active business there shortly. The 
company has already its license in Mas- 
sachusetts. 
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Schofield Justifies 
Increases In Rates 


DEFENDS NATIONAL BUREAU 





Standard Accident Executive Assails 
Those Who Accuse Casualty Compa- 
nies of Milking the Public 





At a time when protests are coming 
in to the National Bureau of Casualty 
& Surety Underwriters against automo- 
bile liability rate increases in some states, 
E. J. Schofield, vice-president, Standard 
Accident, has stepped into the picture 
with a confidence-building message jus- 
tifying the factors which prompt such 
Schofield says in part: 

“There seems to be a general impres- 
sion abroad that there is something par- 
ticularly secret and particularly intricate 
about the fixing of prices for insurance. 
As a matter of fact, the fixing of the 
price for casualty insurance by bureau 
companies is a real matter of public rec- 
ord. The bureaus sometimes are looked 
upon as the central point of some great 
conspiracy. It is in fact the public agent 
of the superintendent of insurance of 
New York, and a part and parcel of the 
public machinery of that state. It is 
the official point for receiving statistics 
and for their tabulation in the matter of 
rate for casualty: lines. 


increases. Mr. 


fixation for 
All Cost Items a Public Record 
“There the figures representing the ex- 
perience of the companies are filed and 
set forth and the soul of the inquisi- 
tive individual may find plenty of satis- 
faction if he so wishes. I know of no 
commodity in the commercial world 
where the elements of cost are of such 
- public record as they are for the stock 
companies in casualty insurance. Every 
item of cost is tabulated, filed, and made 
a matter of public record and _ publica- 
tion 

“It would be an interesting and strange 
thing if we could make the automobile 
manufacturers, for instance, tell us just 
exactly what items went into the make- 
up of the price which we pay when we 
take the machine away from them. They 
would probably think — themselves 
strangely set upon if such secret con- 
ditions were required to be made public. 

“In the making of casualty insurance 
rates, even the element of profit is a 
thing which is limited. In automobile 
liability insurance, for instance, the com- 
pany is permitted to put in a factor of 
214% for profit. In making compensa- 
tion insurance rates, however, the com- 
pany is not permitted to contemplate any 
profit and the price which is eventually 
fixed by state supervision is the price 
which contemplates the company will ex- 
actly break even as a matter of under- 
writing, and that if-any profit is realized 
it must be realized from the investment 
feature. 

“When you consider that a great deal 


of the insurance today is being written 
on a quarterly or a Semi-annual audit, 
where no very considerable deposit is 


made, or upon very limited deposits for 
rather considerable hazards, you can see 
the opportunity the company has to 
make an investment profit. This feature, 
by the way, is one of the things which 
makes compensation insurance a very 
unattractive line for any company. 
The Wrong Mental Attitude 


“The mental attitude of an insurance 
official with whom T recently discussed 
the rate question with reference to auto- 
mobile liability insurance was reflected 
in his attitude towards the honesty of 
the companies. He looked upon the 
companies as conspirators getting to- 
gether for the purpose of fixing rates 
in his state and fixing them at such a 
figure as to milk the poor public who 
are his constituents; and, further, he 
went so far as to say that he did not 
believe that the figures which the com- 
panics had filed as the basis for rates 
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were correct figures and that they had 
been juggled by the companies in order 
to produce the rates they had produced. 

“Of course, no such attitude is ex- 
plainable. If one who asks the question 
concerning rates of any kind is not will- 
ing to believe the honesty of the one 
who is to answer, then he might as well 
make no answer at all. If the question 
is one of conspiracy, then that may be 
dealt with as provided by the law. If 
the rates filed, which may be definitely 
checked, are juggled and not accurate, 
then it is a serious reflection upon the 
various insurance departments whose 
duty it is to check and to examine the 


various companies in their method of 
operation. 

“After all, the price of insurance is 
merely the cost of the insurance plus the 
profit. That makes it so that only a 
company properly managed and having 
proper figures can produce a correct 
price statistically.” 





AUTO LETTER CONTEST 
The Standard Accident has offered 
three prizes—$25, $15 and $10—respec- 
tively for the best letters written by its 
agents telling “How and Why I Sell 
Standard’s Special Auto Accident 
Policy.” 
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Beha Orders 25% Drop 
In Plate Glass Rates 


TO BE EFFECTIVE ON APRIL | 





Decrease Arrived at After a Study of 
1926 Statistical Experience; Comment; 
on Experience Rating 





Superintendent of Insurance Beha or. 
dered a 25% decrease in plate glass jn. 
surance rates this week to become e¢. 
fective on April 1 for New York state 
This decrease, Mr. Beha says, has been 
arrived at after a study of the statistical 
experience for 1926 on this line which 
is the latest available experience. “]; 
appears,” he adds, “that the present level 
of plate glass rates is too high and that 
the companies would not be justified in 
removing the unfair discrimination re- 
sulting from the experience rating plan 
by increasing them to the level of ex. 
isting rates.” 

It will be remembered that at a statu- 
tory hearing heard before Mr. Beha on 
December 27 in connection with experi- 
ence rating on plate glass risks, he found 
that the resulting rates involved were in 
violation of the law inasmuch as unfair 
discrimination was found. Following this 
hearing the National Bureau of Casualty 
& Surety Underwriters and the W. F. 
Moore Bureau were required to discon- 
tinue the plan and remove the unfair dis- 
crimination resulting therefrom. 

Under the law no rates can be in- 
creased in order to remove such unfair 
discrimination unless the increase can be 
justified to the Superintendent of Insur- 
ance. As mentioned above, both the Na- 
tional Bureau and the Moore Bureau 
submitted the statistical experience for 
1926 and from that experience Mr. Beha 
finds that the present level of plate glass 
rates is too high. 


William St. Rumors 


It is rumored around William Street 
that negotiations are under way for a 
change in the control of the American 
Reinsurance of Philadelphia. A_promi- 
nent insurance brokerage house in New 
York City is interested. 

* * x 





Another rumor that is holding the in- 
terest of casualty men is the flotation 
of stock of a new casualty company, 
located in New York City, by Clinton 
Gilbert, the Wall Street investment 
broker. It is understood that this com- 
pany will start with a capital of $1,000,000 
and a surplus of $1,500,000, having an 
agency force of 6,000. This latter rumor 
leads some to believe that it will be 
the casualty running mate of a large 
fire company, availing itself of the agency 
plant of the parent company. 





APPOINT R. S. CARNES 

The National Surety has appointed 
Robert S. Carnes as the assistant man- 
ager of its newly established branch of- 
fice at Jacksonville, Fla. 

Mr. Carnes is the son of Captain W. 
W. Carnes, of Bradentown, Florida, who 
had a distinguished career in the Con- 
federate Army and the oldest member 
of the State Association of Insurance 
Agents in Florida. 

The new appointee was for years 3 
member of the general agency of W. W. 
Carnes, Memphis, Tenn., and for the 
past few years was general sales man- 
ager of L. W. Lee Co., real estate op- 
erators, Tampa, Fla. 





TO BE PRESENT AT DINNER 


Among the guests to be present at the 
General Brokers’ Association dinner on 
April 18 at the Hotel Astor are: B. R. 
Wales, chairman, insurance committee 
of the New York state senate and Theo- 
dore Rogers, minority leader of the as- 
sembly. These are the legislators who 


introduced into their respective houses 
the brokers’ bill for written examina 
tions. 
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N. Y. Taxi Brokers Plan 
A Central Office 


TO RE NEAR LICENSE BUREAU 





Association of Cab Specialists Decides 
Or Immediate Action at Meeting 
Held Last Week 





A central office for taxicab insurance 
brokers in New York will be established 
in West Fortieth street, “taxi alley,” in 
the near future. This step was decided 
upon at a meeting of the Taxi Insurance 
Protective Association last week. 

The purpose of the central office is to 
give the brokers the facilities to render 
better service to customers who are ob- 
taining their licenses. The office will 
be located at 236 West Fortieth street, 
which is next to the state license bureau. 

Its Advantages 


It often happens that a cabman from 
some distant section finds when at the 
license bureau that he has forgotten his 
policy or certificate, and he is forced to 
return to the broker from whom he 
bought the policy before he can obtain 
his license. When the central office is 
in operation, he will be able to step in 
and obtain legal record of his policy. In 
many such small ways the office is ex- 
pected to be beneficial. 

The Taxi Insurance Protective Asso- 
ciation was organized about a year ago. 
About 75 members are on the roll. The 
officers are Michael Marks, president; 
Julie Furst, secretary, and Benjamin 
Wolf, treasurer. 

Included in the association are rep- 
resentatives of both stock and mutual 
casualty companies. It forms, perhaps, 
the one place where these organizations 
meet On common ground. 

Many of the men began in the insur- 
ance business solely from the taxi-cab 
standpoint, but have become interested 
in the other lines of business. One of 
the prominent taxi brokers, Edward A. 
Hannan, has had been so successful in 
adding more general lines that he has 
found it necessary to enlarge his office 
quarters. 





C. H. HOLLAND DINNER 





Many Prominent Insurance Men and 
Bankers on Committee of Arrange- 
ments; Fifty Years Old April 25 
Upon the occasion of the fiftieth birth- 
day anniversary of Charles H. Holland, 
president of the Independence Compa- 
mes, a testimonial banquet will be given 
to him at the Hotel Biltmore in New 
York. The night is April 25. R. A. 
Mansfield Hobbs is chairman of the 
committee on arrangements, other mem- 


bers of the committee being as follows: 
1. A. Fortington, financial secretary Royal. 


Samuel Behrendt, Behrendt-Levy Co., Los 
Angeles, 
Warren Bicknell, Lundorff-Bicknell Co., 
Cleveland. 


John D. Carswell, Savannah. 

George W. Childs, Childs & Wood, Chicago. 
cuaiph L. Freeman, Lumbermen’s Insurance 
0. 


Rollin P. Grant, American Exchange-Irving 
Trust Co. 

John R. Hinchliffe, Carolina, R. I. 

Bayard P. Holmes, Hooper-Holmes Bureau. 

William H. Kingsley, Penn Mutual. 

William P. McDonald, Lakeland, Fla. 

Jonathan Moore, New York. 

Norman R. Moray, Hartford Accident & In- 
demnity. 

C. Stevenson Newhall, Pennsylvania Co. for 
Insurances on Lives and Granting Annuities, 
Philadelphia. 

Frank J. O'Neill, Royal Indemnity. 

A. Duncan Reid, Globe Indemnity. 

James B. Ross, New Orleans. 

John J. Ryan, Albany. 

George Valentine Smith, Philadelphia. 

Nelson D. Sterling, Constitution Indemnity. 

Dr. Terry M. Townsend, New York. 
Joseph Wayne, Jr., Philadelphia Girard Na- 
tional Bank. 
gglmes M. Willcox, Philadelphia Savings Fund 
Society. 

James Morrison, Andrew L. Johnston and E. 
- Anderson, Independence Indemnity. 





J.M. WALTON MADE V.-P. 
John M. Walton, 2nd, has become as- 
sociated with Herkness, Peyton & 
Bishop, general insurance brokers of 
Philadelphia, as vice-president. 


How C. H. Holland Views 
Unemployment “Scare” 


SEES NO CAUSE FOR ALARM 





Says Business of Independence Has Not 
Been Effected Except In Only 
a Few Instances 





“The troublesome problem ahead of 
the companies now is unemployment,” 
declares an official of one of the large 
Eastern casualty companies. However, 
Charles H. Holland, president of the In- 
dependence Companies, states that : “Un- 
employment has not yet had any visible 
effect on the business of the Independ- 
ence Indemnity except that in a very 
few instances agents state that collec- 
tions are rather harder than usual, on 
account of the quietness of general busi- 
ness. Another viewpoint is that the dull- 
ness of general business has been attrib- 


.uted to the partial closing down of local 


‘industries. 

“The effect of unemployment upon a 
casualty company’s business is generally 
reflected quite a considerable time after 
its effect is seen on other classes of busi- 
ness, as it discloses itself to a casualty 
company when pay roll audits are made. 

“We do not believe that unemploy- 
ment is general throughout the country, 
but that certain sections, such as coal 
mining districts, and to a lesser extent 
textile districts, are affected. As to how 
soon improvement will come in these dis- 
tricts, we find it difficult to express an 
opinion. We are inclined to the belief 
that the coal mining industry needs some 
internal reform or readjustment; while 
the textile industries appear to be to be 
affected by causes other than economics. 

“Undoubtedly the action of govern- 
mental authorities and large corporations 
inaugurating important construction 
work at this time will materially aid un- 
employment.” 
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STANDARD ACCIDENT BANQUET 
The fifth annual get-together dinner of 
the New Jersey agents of the Standard 
Accident, was held last night at the Elks’ 
club house, Newark. John L. Martin, 
general manager of the Newark terri- 
tory, presided. The speaker of the eve- 
ning was E. J. Scofield, vice-president 
of the company. During the course of 
the evening an entertainment consisting 
of vocal selections, monologues, and mu- 
sical numbers were rendered. There 
were about 100 agents present. 





ILLINOIS INSURANCE DAY 


An Illinois Insurance day will be 
staged by the Insurance Federation of 
that state this year. Frank M. Chand- 
ler is chairman of the committee, com- 
posed of officers and directors of most 
Chicago insurance organizations and 
many prominent individuals in the busi- 
ness, which will meet April 3 to lay 
plans. 








Brokers are Included 


There are FOUR Parties 
to the placing of aSURETY BOND 


All four are benefited by a bond of 


Seaboard Surety Company 


BOYD €? MARTIN, INc. 


General Agents 
80 John Street, New York City 


1. The PRINCIPAL, if qualified, pays a 
Preferential Rate; 


2. The OBLIGEE is protected by a Sound 


Company ; 


3. The SEABOARD receives a fair pre- 


mium; 


and 


4. The BROKER, by securing an advantage 
for his client, Increases his Good Will. 
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U. S. F. & G. PERSONNEL CHANGES 





Largely Affect Harrisburgh, Pa., Branch 
of the Company; Opens Con- 
tractors’ Service Bureau 
The Harrisburgh branch of the United 
States F. & G. has had a number of 
personnel changes in the past few weeks 

as follows: 

H. V. Quail, for several years past 
superintendent of casualty claims, has 
been transferred by the company to the 
position of superintendent of claims of 
the Hagerstown, Md., branch. J. C. 
Phillips, connected with the casualty 
claim department at the home office, suc- 
ceeds Mr. Quail. 

L. E. King, who came from Baltimore 
a year ago as superintendent of casualty 
underwriting, and who later was made 
a special agent in the field, has been 
advanced to the position of field super- 
visor in the branch. Mark Gruell, spe- 
cial agent, formerly supervising the 
West-Central territory, has been pro- 
moted to Mr. King’s former position as 
special agent in the Central Zone ter- 
ritory. 

F. O. Bosworth, special agent of the 
northern zone, with headquarters at 
Scranton, has been promoted to the po- 
sition of supervising special agent in 
charge of the Scranton service office, 
which office was opened January 1, 1928. 
James S. Bartlett, of Baltimore, has been 
appointed special agent for the west-cen- 
tral zone, formerly supervised by Special 
Agent Gruell. 

A state-wide contractors’ service for 
the benefit of agents throughout Penn- 
sylvania has been established at the 
branch in charge of George A. Warner, 
district engineer. 

Edward Cryer, formerly pay roll audi- 
tor, has gone to the Richmond branch 
as pay roll atlditor. James Brennan, pay 
roll auditor of the Scranton district, has 
been transferred to St. Louis. 

Joseph J. Wallazz has been appointed 
surety special agent. 





GLOBE’S FIDELITY CHART 


The Globe Indemnity has prepared a 
“Possible Loss and Fidelity Insurance 
Chart” for mercantile establishments. 
The company says: “Use this chart, 
outline your possible loss and your ex- 
isting coverage. Send this data to us, 
then, and we will make an expert analy- 
sis of your risk and suggest the most 
efficient and economical protection to fit 
your case.” 





MAKES TWO APPOINTMENTS 

The New York Indemnity has appoint- 
ed Greene & Abraham Co., Inc., of Bal 
timore, as its general agent for casualty 
and surety business, also Walter J. 
Burke, of Brockton, Mass., as its gen- 
eral agent for casualty lines. 





The Great American Indemnity will be 
two years old on April 12, 
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Compulsory Automobile Liability Insurance 


No. 2—Premature Extension of Legislative Action 








By EDMUND J. DONEGAN, First Vice-President and General Counsel, Metropolitan Casualty 


Passing by this somewhat lengthy di- 
gression from the main theme, there are 
many considerations which may lead to 
rapid and perhaps premature extension 
of compulsory liability insurance laws. 
The fact that Massachusetts has adopt- 
ed the principle of full compulsion and 
that Connecticut, Maine, Minnesota, New 
Hampshire, Rhode Island and Vermont 
have enacted legislation of less radical 
nature cannot fail to have a psycholog- 
ical effect upon the legislatures of other 
states, particularly in California, Mary- 
land and Oregon, where commissions are 
studying the*subject, and in New York, 
where nearly one-tenth of the nation’s 
cars are registered and where Governor 
Smith has, tacitly at least, sponsored 
such an enactment. Time may prove to 
Massachusetts that it acted very wisely 
or very imprudently, but meanwhile the 
precedent it has created renders it more 
probable that other commonwealths will 
attempt similar experiments before the 
experimental stage in Massachusetts has 
passed. 


Old Abuses Still Unchecked 


Again, the conditions and abuses which 
have heretofore been suggestive of the 
proposed and perhaps inadequate remedy 
remain unchecked—indeed in some cases 
are actually increasing. In the first 
place, the present general prosperity and 
the great reduction in the price of motor 
vehicles, coupled with the growth of the 
instalment purchase plan, have combined 
to place in the hands of the poorer citi- 
zen an instrumentality which negligently 
used may inflict damage beyond his 
power to compensate. Whether the in- 
jury caused by the careless citizen of 
no financial responsibility is sufficiently 
grave to justify the penalization of all 
citizens, and particularly of the careful 
citizen of small means, is a sociological 
question which presents statistics answer 
in the negative, and the definitive reply 
to which is in the lap of the years to 
come. f 
In the second place, while the acci- 
dent frequency per registered car is 
slowly but surely waning throughout the 
United States, having declined from 2.4 
fatal accidents and a total of forty-seven 
accidents of all kinds for every 1.000 cars 
registered in 1915 to one fatality and 
32.9 total accidents for every 1,000 cars 
registered in 1927, nevertheless this de- 
crease is slightly more than offset by 
the great increase in annual registra- 
tions. Accident prevention is not being 
neglected but, in view of the aggregate 
toll of life and limb annuadly taken, it 
is imperative that renewed and more 
drastic efforts toward safety shall be 
adopted. 

Court Calendar Congestion 


Finally, however, the factor most sug- 
gestive of the premature extension of 
legislative action consists in the tremen- 
dous accumulation of litigated claims and 
the consequent congestion of our courts. 
The public is not constantly being con- 
fronted with cases in which the success- 
ful plaintiff has been unable to collect, 
because of the defendant's irresponsi- 
bility, the damages awarded to him for 
injuries sustained through the negligent 
operation of a motor vehicle. Public con- 
sciousness, however, is profoundly im- 
pressed with the fact that in all great 
urban centers the orderly course of jus- 
tice is dammed and the normal flow of 
litigation interrupted by this tremendous 
accumulation of motor vehicle accident 
suits. 

Tt may seem extravagant to give to 
this third factor an importance far tran- 
scending that of the other two—yet such 
is the fact. Remember that the demand 
for compulsory insurance laws 


never 


emanates from sections or territories not 
thickly populated. It arises in every case 
from the urban centers of population and 
is influenced largely by those who come 
in touch with litigated conditions. 

The possibility, if not probability, that 
action will be taken in New York is the 
result of the recommendations of a com- 
mittee of distinguished jurists. It is 
patent to anyone who followed the work 
and the conclusions of that committee 
that calendar congestion plus the abuses 
created by the ambulance chasing attor- 
ney were at all times the predominant 
factors in their conclusions. Those con- 
clusions have been impliedly, if not ex- 
pressly, approved by the state govern- 
ment, and if New York faces a compul- 
sory insurance law, it is largely due to 
the congestion of litigation rather than 
to the frequency of uncollectible ver- 
dicts. 

What Price Compulsory Insurance? 


Tt is a singular circumstance that there 
should be virtual unanimity among insur- 
ance executives in opposing compulsory 
liability insurance laws. Ordinarily one 
would suppose the universal use of any 
given commodity, made obligatory by 
legislative decree, would seem to sub- 
serve the selfish interests of the manu- 
facturers of that commoditv. The lay- 
man, therefore, viewing this concerted 
hostility among insurance men to the 
enforced expansion of insurance sales, 
must wonder where the ioker lies. 

Probablv the answer lies somewheres 
between altruism and selfishness. The 
insurance executive is not only a com- 
pany official; he is also an_ individual 
and a citizen. As an individual, he re- 
sents legislative dictation. As a citizen 
charged with a high trust, he is solicitous 
of the economic welfare of the country 
as a whole, and seems to believe that 
such laws would affect it adversely. 
Lastly, as an executive, he is torn be- 
tween the increased premium production 
thus compelled and the fear of an in- 
crease in accident freauency. the possi- 
ble development of adverse Inss ratios, 
the derivation of a lesser profit from a 
creater volume, and also to some extent 
by the danger that the state may in some 
cases usurp his functions and exercise 
them with that inefficiencv and lack of 
economy characteristic of the govern- 
ment’s trespasses into business. 

The Contrasting Viewpoint 


Not all insurance men share these 
views. There are those who believe that 
the extension of compulsory liability in- 
surance laws, while burdensome and 
costly to the country as a whole, will 
be exceedingly profitable to the comna- 
nies selfishly, and that the forced in- 
clusion of the farmer, a notoriously care- 
ful driver, and the small familv car. 
slowed down by the back seat influence 
of which our humorists are so fond, will 
produce a marked spread and diversifi- 
cation significant of lower loss ratios 

These men regard the threat of state 


insurance, the possibility that an alert 
citizenry will ever permit the govern- 
ment so far to depart from its proper 
function and the probability that the 
present tendency toward administrative 
usurpation will venture further, as spec- 
tres, making the hair rise just a little 
but lacking somewhat in substance. They 
may prove right. Who can tell? 

Be that. as it may, and although we 
must disagree with any viewpoint which 
puts the selfish interest of the companies 
before the general economic welfare of 
the community, as if the two could be 
divorced, nevertheless it is not our prob- 
lem here to consider the wisdom or un- 
wisdom of compulsory liability insurance 
laws. The respective phases of that 
problem have been advanced with great 
ability, notably by Commissioner Monk 
of Massachusetts, on the one side, and 
on the other by the writings and 
speeches of Edward C. Stone, Edson S. 
Lott and others, and particularly by the 
comprehensive report of the Committee 
of Nine on “Financial Responsibility for 
Automobile Accidents.” 

Any one interested in this subject is 
referred to the excellent bibliography 
prepared by Miss Mildred Pressman, li- 
brarian of the National Bureau of Cas- 
ualty & Surety Underwriters, where all 
the material referred to can also be 
found. 

Passing the respective merits of the 
controversy, therefore, we shall assume 
for the purpose of this discussion that 
compulsory insurance affects adversely, 
not only the companies, but the state 
as a whole, and that the years to come 
will demonstrate that, if enacted, it will 
cost our people a heavy and oppressive 
price. 

That conclusion would seem to justify 
a continuance of opposition by the com- 
panies to the passage of all such laws. 
Let us, however, take stock of our policy. 
Are we wise merely in bringing to bear 
upon legislatures the economic and po- 
litical arguments now in our possession? 
Could we not fortify our position if we 
added to those arguments a serious ef- 
fort to ameliorate or remove the causes 
which create the demand for such in- 
surance in the legislative halls? 

Is it not easier by intelligent action 
to eradicate the complaints which the 
legislator receives rather than to attempt 
to influence his course after legislation 
is proposed? Even if by so doing the 
passage of such laws is not averted, will 
we have lost anything through having 
combined with our opposition a con- 
structive effort to better the conditions 
which we face? 

(To be concluded next week.) 
PA. “SAFETY MONTH” 


April is to be “Safety Month” in 
Pennsylvania. The state highway de- 





partment is in back of the observation. : 


With the co-operation of all garages, 
service stations and the whole automo- 
tive industry, an inspection will be made 
without charge of all motor vehicles. 









BOSTON 
Paid-Im Capital $3,000,000 





BUSINESS-BUILDERS 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobi'e, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 
Massachusetts Bonding and Insurance Company 


DEVELOPING 


T. J. FALVEY, President : 
Write For Territory 














* * * 


By C. M. BEND, President, 
Wm. B. Joyce & Co., St. Paul, Minn. 


* * * 


1. The National Surety Company is 
unquestionably the most favorably 
known surety company, hence it is the 
easiest company to sell and therefore, 
the most profitable company for the 
agent. 


2. Its financial strength: 


II scsincclssicstansctone $15,000,000 
nn 12,000,000 
| a 50,000,000 


therefore, no loss of time in explaining 
your company. 


3. It is officered by men experi 
enced in the field as well as in under 
writing, hence complete understanding 
of the agent’s problems. 


4. Its claim department is well or- 
ganized and its policy and desire is to 
pay claims rather than find a way to 
deny liability. 


5. It believes in and carries out the 
principles of the National Association 
of Insurance Agents. 


6. It is the most energetic company 
in originating new coverages of insur 
ance. 


7. It has a wonderful agency or 
ganization including many of the best 
surety agents in the country. 


8. It is a company an agent is proud 
to represent. 
‘+ * 


If you'd like to know more about 
National Surety Company gervice and 
would like to find out if we have an 
opening in your town, clip this ad. at 
tach it to your letterhead and seni to 


NATIONAL SURETY 
COMPANY 


World’s Largest Surety 
Company 
115 Broadway 
New York 
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Much Dissatisfaction ae Jersey Casualty Ass’n. 
Over Compulsory Law FES More Business— 


EDSON S. LOTT’S FRANK VIEWS 





Indications Are That Hundreds of Irre- 
sponsible Motorists Are Driving in 
Massachusetts Uninsured 





Rumblings of dissatisfaction have been 
heard in the past few weeks over the 
operation of the compulsory automobile 
liability insurance law, the most notable 
of which was the opinion emphatically 
given by Edson S. Lott, president, U. S. 
Casualty, before the mid-year meeting 
of the National Association of Insurance 
Agents. 

Mr. Lott refuted the claim made by 
Wesley E. Monk, commissioner of In- 
surance in the Bay State, that the com- 
pulsory act was 100% efficient and had 
tended to reduce accidents. “If the act 
is 100% efficient,” asked Mr. Lott, “why 
are there now pending ten amendments 
to it, two of which are proposed by Mr. 
Monk himself and one of which contains 
23% more words than the original law?” 

Favors Pennsylvania Plan 

As to accident reduction under compul- 
sory legislation, Mr. Lott quoted figures 
to show that during the first eleven 
months of 1927 under the law compared 
with the same period of time in 1926 
without the law, fatalities in Massachu- 
setts were practically the same in num- 
ber while personal injuries increased 
from 15,000 to 29,000 and collisions from 
24926 to 31,415. These results, more- 
over, were accomplished with a reduction 
in motor vehicles registered. 

In Mr. Lott’s opinion the Pennsylva- 
nia plan, providing that an unsatisfied 
judgment growing out of an auto acci- 
dent should stop the owner from driving 
any car until that judgment is settled, 
was preferable to the Massachusetts 
law. ; 

Civil Actions Have Increased 

Another indication that the law is not 
working out as advantageously as its ad- 
vocates hoped, is shown in the pro- 
nounced increase in civil actions based 
on alleged automobile accidents which 
have already developed in Massachu- 
setts. An evidence of the extent of this 
increase is seen in the record of civil 
entries actions at law entered in the 
Superior Court of Essex County, Mas- 
sachusetts, for example, during the 
months during the previous year. A jump 
of 100% is shown in the suits which 
relate to automobile accidents either tor 
injuries to persons or property or both 

Many Evasions of the Law 

Although the law is supposedly iron- 
bound hundreds of uninsured motorists 
are now driving along the highways of 
the state. They are almost wholly of 


the financially irresponsible variety from . 


whom injured persons would find great 
difficulty in collecting damages. 
Such drivers beat the law by the ‘sim- 


Ble plan of buying their liability insur- 


ance on the quarterly instalment plan. 
They pay the premium for one quarter, 
get their policies and then their licenses, 
later failing to pay the second quarterly 
instalment. Under the law their policies 
would lapse and they would be notified 
of the cancellation of their licenses. 
But the catch comes when the authori- 
"es try to find the uninsured motorists. 
This is done in theory by the sending 
out by the motor board of a cancellation 
list to peace officers every week or ten 
ays. The officers are supposed to de- 
ect and repossess the plates but, as one 
Msurance executive expressed it the 
other day, “imagine a traffic officer with 
a sheaf of thirty or forty closely typed 
sheets in his hand, one eye riveted on 
these sheets and the other eye cocked in 
‘ne opposite direction watching cars 
Passing at the rate of twenty-five or 
ty a minute, and you can guess how 
nearly he would come to detecting can- 
celled license numbers.” 
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Another Income 


Another protection to write in an almost virgin 
field. Brokers and agents may increase their in- 
comes and round out their service facilities by 
selling Patent and Trade Mark protection. 


Protection against patent infringements and 
defense against infringement claims is found 
under these new broad forms of contracts. 


Brokers and Agents Wanted 
AMERICAN PATENT PROTECTION CORPORATION 
Charles H. Remington, President 


Suites 1801-1805 and 1811-13, 551 Fifth Ave., New York, N. Y. 
Telephones: Vanderbilt 10381-10382-10383 








INTERBORO MUTUAL’S REPORT 





Showed Assets of $1,883,934 and Surplus 
of $1,005,294; Reinsures Most 
of Its Risks 


The Interboro Mutual Indemnity which 
specializes on automobile liability and 
workmen’s compensation, closed the past 
year with total assets of $1,883,943; total 
liabilities of $878,648, and a surplus to 
policyholders of $1,005,294. 

The company was founded in 1914 as 
the Brewers’ Mutual, handling insurance 
on breweries. After the passing of the 
national prohibition amendment, _ it 
changed its line and went into its present 
field. The company reinsures most of 
its risks. 

The officers are: 

Peter Doelger, president; John C. Heintz, 
first vice-president; John Reisenweber, second 
vice-president; R. J. Schaefer, treasurer; Jacob 


Loewer, assistant treasurer; Charles A. Schultz, 


secretary; Sam S. Brewer, general manager. 


An Opinion on 


Casualty 


“The authors (CROBAUGH 
and REDDING) have produced 
a comprehensive work that 
embraces the entire field of 
multiple line casualty insur- 
ance, and is written from 
years of experience. They 
have devoted a chapter to 
each form, and in addition, 
given sample material from 
various bureau manuals that 
fills ten or more pages at the 
end of each chapter. Under- 
writing requirements and re- 
strictions are explained. In 
every way the book is design- 
ed to fill a real need.” 
From The Insurance Age Journal, 
January 10, 1928. 


PHILADELPHIA APPOINTMENT 


The Great American Indemnity has 
appointed Harris J. Latta, Inc., as its 
general agents in Philadelphia, effective 
April 1. Harris J. Latta, president of 
the agency, is a seasoned surety pro- 
ducer with a large following in the Qua- 
ker City. 

The company is also represented in 
that city by Hopkins & Co., as general 
agents. The two agencies, however, will 
in no way conflict. 





GIVE DINNER TO BARRETT 

The metropolitan department of the 
National Surety gave a testimonial din- 
ner to William D. Barrett last week, pre- 
senting him with a desk set as a token of 
their appreciation. Mr. Barrett recently 
resigned to become production manager 
in the New York office of the Hartford 
Accident. 


Insurance 


Published by 
Prentice - Hall, Inc. 
70 Fifth Avenue, 
New York, N. Y. 


Examine This Book for Five Days Without Charge 
Send in the Coupon for Your Copy 


Prentice-Hall, Inc., 70 Fifth Avenue, New York, N. Y. 


I would like to examine a copy of “CASUALTY INSURANCE.” If I like it, 
I will remit $6. Otherwise, I will return the book within five days, and owe 


you nothing. 


SURO 8s 25d hh oe Ke, 


(Please Print) 





Holds Annual Banquet 


A FiNE MUSICAL PROGRAM 


John Gilbert, American Patent Protec- 
tion Co., and Chris. A. Gough 
Among the Speakers 








Casualty rates, compensation losses 
and acquisition cost were completely for- 
gotten for a few hours last Thursday 
evening, the occasion being the thir- 
teenth annual banquet of the Casualty 
Underwriters Association of New Jersey 
in the Washington Restaurant, Newark. 

It was announced by the arrangement 
committee that the affair would be void 
of any speech making, but it turned out 
to be one of the most talkative, and it 
might be added, the most musical, the 
association has ever held. The Mont- 
royal Orchestra rendered selections and 
vocal numbers were given by the Pine 
Dale Trio and by Betty Lee, Evelyn 
Laska, Marcelle Hardie and Florence 
Norrie. 

John Gilbert, special New Jersey rep- 
resentative of the American Patent Pro- 
tection, led off the speaking. Deputy 
Insurance Commissioner Chris A. Gough 
praised the members of the association 
for their assistance in aiding the insur- 
ance department of the state and their 
efforts to keep the association up to a 
high standard for the betterment of the 
casualty business. Frank W. Franzen, 
president of the association and resi- 
dent vice-president of the Commercial 
Casualty, and A. R. Lawrence, chairman 
of the Compensation Rating & Inspec- 
tion Bureau of New Jersey, also spoke. 

Among others present were Frank B. 
Heller, president of the Newark Board 
of Fire Underwriters; T. J. Ketcham, 
vice-president of the Continental Cas- 
ualty; E. V. and L. O. Faulhaber, W. N. 
Heard, J. M. J. Sweeney, Thomas C. 
Moffatt, H. P. Reardon, C. B. Wyckoff, 
G. I. Sweitzer, William H. Spiegelberg, 
Joseph M. Byrne, Jr., president of the 
Merchants & Manufacturers Fire, and 
PF. C. Fountain. 





R. H. PEARSON PASSES AWAY 





Had Been Chief Engineer of Globe In- 
demnity Since Its Inception; Was 
Friend of Sir Thomas Lipton 
Robert H. Pearson, chief engineer of 
the Globe Indemnity since its inception, 
died last week at age of 64. Mr. Pear- 
son had seen many years of service in 
the insurance business, having been with 
the Travelers for some time before join- 

ing the Globe. 

He was a marine engineer of some 
merit before entering insurance and in 
this capacity traveled in all parts of the 
world. At one time he held a commis- 
sion as admiral in the Mexican Navy, 
supervising the construction of some 
gun boats for them, He was a boyhood 
friend of Sir Thomas Lipton. 





ADDS TO BOARD OF TRUSTEES 

The American Surety has declared a 
quarterly dividend of 5% on its capital 
stock of $50 par for the quarter ending 
March 31. This dividend is payable on 
March 31 to stockholders of record 
March 24 and the transfer of the books 
will not be closed. 

At its board of trustees meeting last 
week William H. Woodin, president and 
chairman of the board of both the Amer- 
ican Car & Foundry Co. and the Amer- 
ican Locomotive Co. was elected a 
member. 





G. W. FLYNN HEADS NEW ASS’N 

George W. Flynn of Jamaica, L. L, 
who has represented the New York In- 
demnity as a general agent for casualty 
and surety lines for the past five years, 
has been elected the first president of 
the Queens County Association of Local 
Agents, Inc., an association of the most 
prominent insurance men of Queens 
County. 
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Metropolitan Continues 
Agricultural Tie-Up 


J. SCOFIELD ROWE’S STATEMENT 





Believes Affiliation With Firemen’s 
Group Will Result in Greater 
Economy of Operation 





Although control of the Metropolitan 
Casualty is now vested in the Firemen’s 
Group of Newark, this arrangement will 
not change the present issuing of joint 
or combination policies by the Metro- 
politan together with the Agricultural of 
Watertown, N. Y. Agents now repre- 
senting this company will also retain 
their connections, according to J. Sco- 
ficld Rowe, president, who said this week 
in part: 

“We are gratified at the culmination 
of plans upon which we have been work- 
ing for some time and the successful out- 
come of which will operate to the great 
advantage of our agency plant and should 
also be pleasing to Metropolitan stock- 
holders. 

“Affiliation with the Firemen’s Group, 
composed of seven powerful and impor- 
tant fire insurance companies with a rec- 
ord for steady growth and conservative 
underwriting, obviously makes for a 
wider influence and should result in 
greater economy of operation than would 
be possible for any company traveling 
alone. 

“Under the new arrangement the Met- 
ropolitan will continue its well-estab- 
lished progressive policy and will be en- 
abled to offer increased and improved 
facilities to meet all modern insurance 
needs, having in mind as always the best 
traditions of the business. 

“No changes in our office staff are con- 
templated and our agents will continue 
to report through the same branches and 
service offices as heretofore. 

“Neal Bassett, president of the Fire- 
men’s, is one of the most forceful fig- 
ures in fire insurance circles and this 
alliance with the Firemen’s is particu- 
larly pleasing to us as we believe it will 
be advantageous to our agents and stock- 
holders. 

“The demonstrated ability of President 
Bassett and his able associates is suffi- 
cient assurance that the increasing re- 
sponsibilities of the enlarged Firemen’s 
Group will be met in the same spirit of 
good faith and far-reaching sagacity for 
which each of the individual companies, 
now members of the Firemen’s Group, is 
already noted.” 





“DRIVE YOURSELF” BILL SIGNED 
Measure Was Suddenly Recalled in 
N. Y. Legislature; Limits Liability 
of Car Owner to $5,000 
The Bewley “drive yourself” liability 
bill, which had been consigned to the 
N. Y. legislative scrap heap, was recalled 
suddenly last week, passed by the Sen- 
ate and signed by Governor Smith. Op- 
ponents of the act were amazed at the 

quick change of affairs. 

Governor Smith said that he signed 
the bill because he considered it a good 
one and that the objections of the state 
tax department which led him to veto 
a similar bill passed last year had been 
withdrawn. 

Under the provisions of the new law 
the liability of the so-called “drive your- 
self” companies for any death caused 
by the cars they rent out to the public, 
is limited ro $5,000 for one person killed 
or injured and $10,000 for more than 
one person, with $1,000 insurance against 
property damage. 

The new law affects 97 of such con- 
cerns in the state. 





TEW MADE BROOKLYN MANAGER 

John C. Tew is the new Brooklyn and 
Long Island manager for the Preferred 
Accident. He has been with the com- 
pany for the past twenty-one years, ten 
of which were spent as a special agent 
for New York State. 


New British National 
Health Insurance 


IT ENLARGES SCOPE OF OLD ACT 





Benefits to Unemployed Over Average 
Period of 134 Years; Old Age 
Pensions; Effective July 2 





Lendon,: March 20—The text of the 
new British National Health Insurance 
Bill has just been published. The bill 
amends its predecessor, the National 
Health Insurance Act of 1924, and en- 
larges its scope in important respects. 
Among these are the following : 

Extension of full insurance benefits to 
the unemployment over an average pe- 
riod of 1% years. 

Full benefits all that time, free from 
reduction for arrears, where these are 
due to unemployment. 

A further year’s extension, with half 
sickness and disablement benefits, where 
due contributions have been paid, and 
there has been availability for employ- 
ment (except when sick), but inability to 
obtain it. 

The 134 years’ insurance to begin from 
the end of sickness. 

Return to employment beforehand 
means regaining full benefits after twen- 
ty-six weeks’ employment. 

Preservation of old age pensions in the 
case of unemployment after 60. 

Insurance till 65 means insurance for 
life without further contribution. 

The bill is to come into operation on 
July 2nd next unless the date is deferred 
during the passage of the measure 
through Parliament. 

A memorandum from the Ministry of 
Health states that the bill is based main- 
ly on the majority report of the Royal 
Commission on National Health Insur- 
ance. 





AETNA LIFE MEETING 


More than 150 agents of the Aetna 
Casualty & Surety and the accident and 
liability department of the Aetna Life, 
and several officers and department 
heads from the home office concluded a 
two-day agency meeting at the com- 
pany’s branch office at Des Moines on 
March 23. This is one of a series of 
fifteen meetings which the Casualty de- 
partments of the Aetna have scheduled 
for March. Other meetings have been 
held at Providence, Bridgeport, Albany, 
Harrisburg, Philadelphia, Buffalo, Wash- 
ington, Richmond, Milwaukee, St. Paul, 
New Orleans and Minneapolis. The two 
final meetings will be held at Indianap- 
olis and Louisville. 





TAKE ADVANTAGE OF RATE JUMP 


An average increase of 20% for auto- 
mobile liability insurance rates in St. 
Louis, and St. Louis County went into 
effect March 1 by direction of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters. 

The reciprocal insurance exchange of 
the Automobile Club of Missouri and 
similar organizations are taking advantage 
of the raise in stock insurance rates in 
advising automobile owners to join such 
reciprocal bodies. Local agents have 
been unable to satisfactorily explain the 
higher rates to their insurance clients 
since complete data on the experience 
of the companies for the past year are 
not yet available. 





EMPLOYERS’ NEW BOOKLET 


The Employers’ Group has sent out 
to its agents and policyholders a booklet 
called, “What Is It? and What of It?” 
which gives briefly and simply a descrip- 
tion of the principal lines of insurance 
written by the group. The booklet does 
not propose to describe the various cov- 
erages in a technical fashion. It touches 
the highspots and at the same time gives 
by example and illustration the protec- 
tion afforded by each line. 

The booklet was compiled under the 
direction of Arthur D. Grose who is su- 
perintendent of publicity. 








dence. 





BRANCH MANAGER wanted by large casualty insurar :e 
company for Western New York, Utica, Rochester >r | 
Syracuse. Reply in detail giving experience, referen.:s3 | 
and salary desired. All replies held in strictest cor j- | 


Box 1078 | 
THE EASTERN UNDERWRITER 
110 Fulton Street, New York 














NEW COMPANY IN VIRGINIA — 





Now Being Promoted to Write Casualty 
and Surety; To Have $2,500,000 
Capitalization 

A company to write all casualty lines 
as well as surety bonds and fidelity busi- 
ness is being promoted in Virginia, the 
plan being to launch it with $1,500,000 
paid up capital and $1,000,000 surplus. It 
is understood that the necessary amount 
of capital and surplus has already been 
pledged. 

Men identified with Virginia life and 
companies are reported to be heavily in- 
terested in the project. The promoters 
are said to be now looking about for a 
suitable executive to direct the opera- 
tions. The plan, it is understood, is to 
locate the home office in Richmond. 





ESSEX F. & P. G. FILES 
The Essex Fidelity & Plate Glass Co., 


of Newark, the newly organized com- 
pany in New Jersey of which Frank 
Bock is president, filed its certificate of 
incorporation with the insurance depart- 
ment of the state. The company will 
have a capital of $100,000 and is one 
of a chain of three new companies rep- 
resented by Lippman & Lowy. The other 
two companies are the Ajax Fire and 
the Essex Fire. 





Globe’s Renewal Plan 


(Continued from page 33) 
necessarily by any company issuing its 
renewals automatically, as many con- 
cerns go out of business, brokers lose 
an account, cars are sold, property is 
sold, and for one reason or another the 
expiring contract has been allowed to 
run to maturity without advices to the 
company. 

“Then again, while some renewal poli- 
cies come back for correction for what 
might be due to clerical errors on the 
part of our renewal department, a great 
many are due to some change in the risk 
or changes that a broker wishes to make 
on renewal but does not think of until 
after the policy has been issued. Many 
of these could be eliminated if we had 
a check at the broker’s office prior to 
issuing the renewals.” 

An Opening Wedge to New Lines 

After a description of the plan in the 
next paragraph of his letter, Mr. Gra- 
hame says: “Furthermore if you desire 
to have one of our field men call and 
discuss the rearranging of any policy or 
the quotation of additional rates, such 
men will be available to serve you.” He 
closes by saying: 

“We are sure that all brokers will 
agree that this method should eliminate 
a lot of work in both his office and our 
office and bring about more satisfactory 
results in the renewing of his business 
and save a great deal of expense.” 

One very evident result has been an 
opening wedge to new business. Many 
brokers were found to be handling only 
one or two lines for a client when they 
might have had his entire business. At 
the same time the company has found 
the plan instrumental in getting new 
brokers for when one broker no longer 
handled a line he recorded that fact, giv- 
ing the name of the producer controlling 
it. The Globe’s special agent then makes 
a contract with the new broker and 
usually convinces him that the company’s 
intimate knowledge of the risk and the 
service it can give in handling it should 
merit a continuance of the account. 


————__ 


SUMMARIZES RATE CHANGES 





Royal Indemnity’s Pocket Edition Of 
National Bureau’s New Manual 
Goes Out To Brokers 
The Royal Indemnity has sent «ut this 
week its pocket edition of the new auto- 
mobile rate manual released receiitly by 
the National Bureau of Casuxlty & 
Surety Underwriters. John B. Clarke, 
automobile manager for the Metropoli- 
tan office of the company, sums up as 
follows the changes that have bec: n made, 
The liability and property damage 
rates as respects commercial automobiles 
remain the same as heretofore except 
as follows: Farmers’ trucks and hearses 
which formerly took a flat rate are now 
rated as light commercial automobiles, 

class 4, less 15%. 

Collision insurance—There has been a 
complete revision of both symbols and 
rates for collision insurance as respects 


private, pleasure and commercia! auto- 


mobiles. 

In the future there will be no allow- 
ance made for any automobile equipped 
with a bumper or radiator guard. 

Garage payroll policies—Inside cover- 
age only, has been eliminated from the 
automobile manual and will now be writ- 
ten on a general liability form of policy. 

Garage payroll policies—Total hazard, 
liability and property damage rates for 
this class of insurance remain the same, 
except the minimum premium for liabil- 
ity coverage has been increased. 


MASSACHUSETTS ACCIDENT CO. 


BOSTON, MASS. 
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OUR SPECIALTY : 
NON - CANCELLABLE DISABILITY COVERAGE 
Renewable to Age 60 


7 TOTAL DISABILITY INDEM m | 
| Unlimited 

PARTIAL DISABILITY INDEMNITY % 
| Unlimited or 12 Month Limit 


WAITING PERIODS 
14-30-60 or 90 Days 
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Cuester W. McNEILL 
President 
V. R. WEsTON 
¥ Mgr. Commercial Dept. V 








INDEMNIFIERS FOR OVER FORTY YEARS 
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